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... When you write Truck and Bus Insurance the easy MARKEL way 


MAR K E. L SERVICE, INC. 


“ELIMINATES THE CAUSE TO ELIMINATE THE ACCIDENT" 


HOME OFFICE: Richmond, Virginia « Exclusive Underwriters for the 
AMERICAN FIDELITY & CASUALTY COMPANY, INC. The largest stock 


Profits roll right along when you sell Markel. There are no annoying 
details or bothersome follow-through to slow you down. 

You simply present the easily understandable Markel 
“save-through-safety program ...and Markel does all the rest. 


No technical experience is necessary. Every truck and bus operator 
is a prospect .. . and every prospect knows Markel. 


The sky's the limit when you start selling Markel. 
And you can start ————a 
right now by sending for Richeunad, Vo. Went NU-2 
your FREE 
“how-to-do-it” kit. 


Gentlemen: Yes, I am interested in selling 
this kind of coverage. Without obligation, 
send me at once all the details on Markel 
Service and the 12-Point Plan to Profits. 





(PLEASE PRINT) 
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Industry Leaders 
Offer Ideas On How 
To Make Money 


Better Rating Formula, 
More Realistic Attitude 
Suggested At Zone VI Rally 


The second and final day of the 
Zone VI meeting of National Assn. of 
Insurance Commissioners at Seattle 
Sept. 9-10 was almost entirely devoted 
to addresses by company executives, 
commissioners and advisory officials on 
problems of current concern to the in- 
dustry. In the afternoon a closed ex- 
ecutive session was held by the com- 
missioners at which it is believed reso- 
lutions and recommendations were to 
be adopted to be presented to the ex- 
ecutive committee of NAIC at Chicago 
on Oct. 16. 

Company officials expressed a vir- 
tually unanimous desire for rating for- 
mula set up on a prospective basis 
through the proper use of trend factors. 


A. E. Buckwell, Utah commissioner, 
suggested that some thought be given 
to the reasons why some companies 
are showing a profit in spite of the 
generally poor underwriting experi- 
ence. He also asked if something could 
not be gained by studying procedures 
in those states where business remains 
profitable. In Utah, he said, a check 
of fire experience for the past five 
years indicated a loss ratio on an 
earned basis of 34.7% and according 
to current figures a rate reduction is 
in order. He cautioned company exec- 
utives that “the days of forgetting un- 
derwriting profit in favor of invest- 
ment profit are over.” 

Local company executives James T. 
Fletcher, Northwestern Mutual presi- 
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British Insurers Win 
Case Against Larson, 
Are Reinstated In Fla. 


Minister, Andrew Weir, and City 
General, three British insurers, won 
the suit they brought against Com- 
missioner Larson in federal court at 
Jacksonville, Fla., charging he re- 
moved them from the list of approved 
non-admitted insurers, which entitled 
them to do a reinsurance business in 
the state, without a hearing and with- 
out specifying charges. 

Commissioner Larson ordered the 
companies reinstated on the list of 


approved non-admitted insurers, ef- 
fective Aug. 14. 
The insurers were represented in 


their actioan by Garbarini & Kroll, at- 
torneys of New York City. 





Term Multiple Rises 
In 34 Areas, N.C. 
Postpones Action 


Commissioner Gold of North Caro- 
lina temporarily has denied the in- 
crease in term multiple from 75 to 
85% asked by North Carolina Fire In- 
surance Rating Bureau. The bureau 
had asked for prompt action on the 
filing so that insured would not cancel 
and rewrite policies to evade the pro- 
posed increase. Mr. Gold based his 
declination on the fire manual rule 
that prevents cancellation that would 
work hardship on insured. But he 
said he saw merit in the filing and 
suggested it be included in the next 
annual filing of rates, which is ex- 
pected mid-October. 

The increase in term multiple now 
has been approved in 34 jurisdictions, 
of which the latest is Connecticut, 
where it is effective Sept. 3. 





Larson Death Delays NAIA 


Executive Unit Completion 


Due to the untimely death of Harold 
B. Larson, state national director from 
Oregon, the appointment of the re- 
maining member of the eight-man ex- 
ecutive committee of National Assn. of 
Insurance Agents has been delayed. 
Mr. Larson, who suffered a fatal heart 
attack during the convention of NAIA 
in Chicago, had been selected for ap- 
pointment to the executive committee 
prior to the elections. 


Shift Control Of 
Security, Revamp 
Top Management 


Security-Connecticut has undergone 
another across the board change in 
management and control. E. Clayton 
Gengras, chairman of Fire & Casualty 
of Connecticut, and a prominent Hart- 
ford investor, has succeeded Lester C. 
Layman as president and a director. 
He also will serve as chief executive 
officer. Peter J. Berry, who retired the 
end of 1956 after 18 years as president, 
has returned to the companies as 
chairman. With the exception of one 
member—Theodore Weisman, Los An- 
geles attorney—the old board of di- 
rectors is out, and a new 12-man board 
has been elected. 

Mr. Gengras has personally, and 
through corporations he controls, ac- 
quired a substantial stock interest in 
the parent company, Security of New 
Haven. He leads a Connecticut group 
which has replaced Pacific coast in- 
terests in control of the companies 
since last January. 


In addition to Mr. Gengras, Mr. 
Berry and Mr. Weisman, the other 


members of the new board of direc- 
tors are Gerard H. Morrissey, Hartford 
agent, and a director of Fire & Cas- 
ualty of Connecticut; John S. Murtha, 
Hartford attorney, and secretary and 
a director of F.&C. of Connecticut; P. 
Warren Smith, Kansas City insurance 
executive, newly named president and 
a director of F.&C. of Connecticut; 
Donald P. Richter, Hartford attorney 
and a law partner of Mr. Murtha; 
Carl G. Freese, president of Connec- 
ticut Savings Bank of New Haven; 
Edwin F. Blair and Richard J. Smith, 
New York attorneys residing in Con- 
necticut; Louis L. Hemingway, chair- 
man of Second National Bank of New 
Haven, and Salim Lewis, a partner in 
Bear, Stearns & Co., New York in- 
vestment firm, through which Mr. 
Gengras acquired his holdings in Se- 
curity-Connecticut. 

Mr. Gengras, who was elected pres- 
ident of F.&C. of Connecticut upon 
the company’s reactivation in 1949 and 
who has since become chairman, is a 

(CONTINUED ON PAGE 36) 








Late News Bulletins... 








Protest America Fore-Loyalty Marriage 


An advertisement appeared in the Sept. 18 Journal of Commerce entitled 
“Stockholders in Opposition to the Proposed Merger Plan of the Loyalty 
Group.” The ad states that a group of stockholders of Firemen’s are planning a 
determined campaign to prevent its merger with America Fore. 

Stockholders are urged to send name, address and number of shares to 
“Stockholders in Opposition” at 1409 Philadelphia Saving Fund building, 


Philadelphia. 


This is the address of “American Underwriter,” monthly trade paper pub- 
lished by John E. Dearden, who is under indictment in Essex county (Newark) 
along with John R. Cooney, former president of Firemen’s, for his alleged part 
in the embezzlement from Firemen’s with which Mr. Cooney is charged. 
“American Underwriter,” recently carried a long “Apologia” about Mr. Cooney 
and Mr. Dearden, written by Mr. Dearden, in which Mr. Dearden opposed the 
Continental-Firemen’s merger, which presently is being negotiated by of- 
ficers and stockholders of the two groups. 


Elect Slawsby V-P 
At NAIA Convention 
Windup In Chicago 


Grandy Of lowa Gets Elective 
Executive Committee Post; 
Vote Dues Split Formula 


One of the less dramatic conven- 
tions of National Assn. of Insurance 
Agents wound up in Chicago with the 
election of Louie E. Woodbury of Wil- 
mington, N. C., as president and Ar- 
chie M. Slawsby of Nashua, N. H., as 
vice-president. There was something 
of a contest for the elective post of 
executive committeeman, with George 
A. Timm of Kenosha, Wis., and 
Thurston H. Jenkins of Denver, run- 
ning the winner, William F. Grandy 
of Sioux City, a close race. 

Harold B. Larson, Portland, state 
national director of Oregon, was found 
dead in his room on the last day of the 
convention, and the association me- 
morialized the former president of his 
state association in a resolution. 

The national advertising program 
was the large topic of this convention. 
It was discussed, presented and rep- 
resented. Agency leaders made it clear 
that there is plenty of determination 
and a good deal of well laid planning 
back of the fall drive which agents 
will make country over to put over the 
collection of money to start the 
campaign. Not everyone was opti- 
mistic about reaching the total target 
of $2 million by Jan. 1, but enough 
organized effort is going into the drive 
for the money that it should get past 
$1 million and perhaps well into the 
second million by year end. That 
would be enough to start the campaign. 
Perhaps somewhere along the line, 
companies would become interested in 
supporting the move, though any def- 
inite approach to the companies on 
this score probably would not be 
made, if at all, only after the agents 
have shown that they can get in 
enough to start the plan. Many agents 
have expressed the idea that they 
should demonstrate they can get the 
members of NAIA to contribute an 
average per member of less than $1.50 
a week to tell the public what it is 
they do and have to offer. 

As is usually the case, coverages 
got considerable attention in reports 
and in discussions at National Board 
of State Directors. However, even 
where it was with some apparent re- 
luctance, the agents were not as criti- 
cal as usual of the insurers, which are 
exuding red ink, for not going all the 
way on the recommendations of 
agents. 

Arthur R. Moss of Beloit, president 
of the Wisconsin association, urged at 
the directors’ meeting that the unin- 
sured motorists endorsement be made 
a part of the automobile policy at an 
additional premium, and he suggested 
each state association submit a similar 
recommendation to the rating author- 
ities. 

H. P. Sargent of Seattle said that in 

(CONTINUED ON PAGE 28) 
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Mutuals Agency 
Conference Shows 
Underwriting Hue 


Rodda Denies Package 
Policies Are To Blame; 
Predicts ‘All-in-One’ Form 


By ROBERT C. DAUER 


In a mood which clearly reflected 
current miserable fire and casualty 
loss experience, members of Confer- 
ence of Mutual Casualty Companies 
meeting in Chicago last week for their 
annual two-day sales and agency con- 
ference seemed far more preoccupied 
with underwriting and management 
problems than might have been ex- 
pected of a group concerned primar- 
ily with production. There was much 
emphasis placed on the selection of 
“quality” business and the correction 
or elimination of high loss ratio agen- 
cies; little emphasis was given to ac- 
cuisition. Perhaps this is not at all 
surprising, as this group is establish- 
ing a tradition of mirroring the “tone” 
and direction of the business in its 
programming. 

Registration seemed about on a par 
with previous meetings with some 120 
board members on hand. This year 
for the first time the conference was 
divided for one full afternoon into two 
sections: the vested agency section 
under the chairmanship of Otto C. Lee, 
Harleysville Mutual Casualty; the non- 
vested agency section under Roman 
N. Eller, Mutual Service Casualty, with 
W. B. Kinnamon, Farmers Mutual Au- 
to, as moderator. 

O. C. Griffith, Shelby Mutual, pres- 
ident of the Conference, got the meet- 
ing off to a fast start and kept it hum- 
ming that way from beginning to end. 
The opening joint session under Mr. Lee 
began auspiciously with William H. 
Rodda, Transportation Insurance Rat- 
ing Bureau, telling of the development 
and experience of multiple line and 
package policies and what he believes 
their future holds. Mr. Rodda, answer- 
ing the often-heard charge that pack- 
age policies are the culprit in recent 
poor loss experience, cited figures of 
1956 loss ratios to show that home- 
owners experience has been fairly good 
and that many of the charges against 
it are unwarranted. 


Looking at the future of packages, 
Mr. Rodda predicted that eventually 
there will be one policy which will 
provide for the owner of a one-family 
dwelling all of the coverages—except 
life—he wants, in one policy. This, he 
feels, is going to put underwriting in a 
really “pressure-packed” spot. “Un- 
derwriting mettle will be tested by 
more and more packages,” he said. 
Mr. Rodda’s talk will be reported in 
detail in next week’s issue. 

Following Mr. Rodda, Coleman Lee 
Finkel, American Management Assn., 
Dean W. Jeffers, Nationwide Mutual, 
and Paul H. Darling, Iowa National 
Mutual, discussed the separate aspects 
of planning and executing expansion 
by a company into new territories. 

Mr. Finkel described the marketing 
procedure followed by American in- 
dustry generally when moving into 
a new territory. To grow, he said, a 
company must first set a realistic goal. 
Does it wish to grow 5%, 10% or 20% 

(CONTINUED ON PAGE 35) 


Mass Market Buys 
From Those Who 


Make Buying Handy 


David Schenck of Greensboro, N.C., 
told a workshop session of NAIA on 
agency perpetuation, expansion and vi- 
talization that the mass market does 
not seek out the best insurance ad- 
visor, or the cheapest product; it does 
not investigate the financial strength 
of a company, nor does it care whether 
it buys from stock, mutual or recipro- 
cal insurers. 

The masses buy what is made easy 
for them to buy, he declared. The com- 
petition has made it easy, at counters 
in stores, via order blanks in mail 
order catalogues, and, above all, by 
way of an army of salesmen calling 
on the mass market. 

Door to door peddling may seem 
low-brow, non-professional, and op- 
portunistic, but it has racked up an 
imposing record of sales, he said. 

The direct writer solicitor has sin- 
gleness of objective and singleness of 
method to attain it. He has one job, 
to sell. Someone else rates and writes 
policies, handles claims, answers com- 
plaints, writes letters, collects premi- 
ums, orders supplies, chats with home 
office representatives, handles ac- 
counting, pays for advertising, pays for 
office rent, etc. He has only a few 
policies to sell. He is aided in many 
cases by heavy advertising. 

Should, then, the often harassed and 
multi-occupied local independent agent 
emulate him? Mr. Schenck thinks not. 
The direct writer’s lower price and 
sales success have come largely at the 
expense of their salesmen. But these 
insurers are having their troubles 
keeping salesmen, he observed. 

The competition is so tough, however, 
he added. What can be done to meet 
it? One thing is to advertise, which 
NAIA is going to do. But this will 
not be enough unless agents make it 
easy for the masses to buy. Good ad- 
vertising must be followed up with 
good selling and personal contact. Mass 
advertising must be followed by mass 
selling—mass selling takes a mass of 
salesmen. 

The NAIA advertising program pre- 
sents both an opportunity and an ob- 
ligation—to expand. Every agency 
should hire new solicitors now, he de- 
clared. 

The difficulties in way of expansion 
are many and complex, he said, and 
he admitted he has not come up with 
the solution in his own agency. Some 
seem to feel that a small but thriving 
agency need only hire one or two so- 

(CONTINUED ON PAGE 35) 


Reports On Handling 
Of Cooney Matter 
By N. J. Department 


A special report by Edwin W. Pat- 
terson on the evidence in the case of 
John R. Cooney, former president of 
Loyalty group now under indictment 
for alleged embezzlement, has been 
made to Gov. Meyner. Dr. Patterson is 
retired Cardoza professor of jurispru- 
dence at Columbia University and au- 
thor of “Essentials of Insurance Law.” 
The report is based on testimony tak- 
en by the New Jersey law enforcement 
council, a legislative body, into charges 
that Attorney General Richman and 
Insurance Commissioner Howell were 
lax in investigating and acting in the 
Cooney matter. 

Mr. Patterson states in his report 
that the council hearings failed to turn 
up any evidence of malice, corruption 
of dishonesty in the insurance depart- 
ment. However, he recommended 
changes in the New Jersey law which 
would separate the banking from the 
insurance department, give the insur- 
ance commissioner broad powers of 
investigation similar to those possessed 
by the New York superintendent, pro- 
vide the commissioner with more pow- 
er to regulate insurers, afford him 
larger discretionary powers in con- 
nection with insurer licensing and give 
him authority to remove untrustworthy 
insurer executives. He also suggested 
maintenance of closer liaison between 
the attorney general and insurance 
department. 

The council is scheduled to bring 
out its report soon. The council is pre- 
dominantly Republican; the governor 
is a Democrat. 


N. Y. OKs 1212% Hike 
For Allstate, KOs 
Request By Bureaus 


The New York insurance depart- 
ment has approved an average increase 
of 124%2% in auto liability rates for All- 
state. 

The department has declined to ap- 
prove increases asked by National Bu- 
reau of Casualty Underwriters and 
Mutual Insurance Rating Bureau of 
around 18. It is understood that the 
department counter-offered 4%. The 
companies now are discussing the sit- 
uation to determine their next move. 

Allstate indicated it had a substan- 
tial loss on New York business in 
1956 and claim costs still are rising. 
The company has about 750,000 pol- 
icies in force in the state. 














Diemand, president of North America; 


Shown outside 
Henry Clay’s house 
in Lexington, Ky., 
following ceremo- 
nies at which 
North America 
dedicated a monu- 
ment to Thomas 
Wallace, this coun- 
try’s first insur- 
ance agent, are 
(left to right) J. R. 
Montgomery, pres- 
ident of Kentucky 
Assn. of Insurance 
Agents; John A. 


Mrs. Bradford Smith Jr.; Mr. 


Smith, executive vice-president of North America, and Commissoner Thurman 
of Kentucky. North America appointed Thomas Wallace, a Lexington mer- 
chant, its fire insurance agent in Kentucky in 1807, thus bringing the American 


agency system into being. 


Northington Tells 


Need For Agent And 
His Responsibilities 


Tennessee Commissioner 
Replaces Navarre At 
NAIA Closing Session 


Commissioner Arch Northington of 
Tennessee, vice-president of National 
Assn. of Insurance Commissioners, 
offered a determined defense of the 
American agency system at the clos- 
ing session of National Assn. of In- 
surance Agents in Chicago last week. 
Mr. Northington was substituting for 
Commissioner Navarre of Michigan, 


at the last moment, and he acknowl- 
edged that the ideas were jointly his 
and Mr. Navarre’s. 

Opening his talk with a review of 
the agency system in the United 
States and the Yonkers and other 
cases which established ownership of 
expirations, Mr. Northington compared 
this system with that used by com- 
peting companies. He maintained it 
is the ideal system, but added that 
it implies great responsibilities. No 
chain can be any stronger than its 
weakest link, and it is incumbent on 
agents to be able to offer and actu- 
ally to deliver the service to the pub- 
lic which they promise and which 
their position implies. 


Illustrating the importance of the 
agent, Mr. Northington said: 

“If everyone were an expert in all 
lines of insurance and if everyone 
could know the latest developments 
in each field; if everyone could take 
the time to check and compare bene- 
fits and services provided by the var- 
ious companies; and if everyone were 
writing sufficient volume in a par- 
ticular insurer to be a factor with a 
particular company; and if everyone 
knew the district manager or the field 
man in his territory, or could call 
the state agent by his first name; if 
everyone knew how to make out a 
form of claim, if one were to arise, 
or even when to put in a claim under 
the provisions of the contract; or if 
everyone worked with claims adjust- 
ers as a part of his business and knew 
his rights and the practices and pro- 
cedures usually employed in the ad- 
justment of claims; if everyone knew 
all there was to know about servicing 
the contract of insurance during the 
continuance of the contract and in 
the event of claims arising thereun- 
der; and if everyone—knowing all 
there is to know—had the time, ca- 
pacity and facilities for performing 
all the various services involved in 
the purchase of almost any insurance 
contract; and if the machine or me- 
chanical device which delivered the 
policy could hang its head in shame, 
and be sorry, or sued, for its mistakes, 
the insurance agent salesman might 
possible be less vital as a link in the 
distributive system.” 


Mr. Northington praised NAIA for 
its constant and successful fight to 
establish and preserve the independ- 
ent agency system and also for its 
acceptance of the responsibilities of 
the agent, citing the Milwaukee dec- 
laration of 1924 as an outstanding 
example of this. 


Se 
NAIC president, who was taken ill }¥ 
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WRAPAROUND 


WINDSHIELDS 








windshields, under comprehensive cov- 
erage. Fortunately I have the advan- 
tage of studying loss figures that cover 
hundreds of thousands of dollars. This 
is combined with our own insurance 
glass replacement sales in similar 
amounts. Because they can be properly 
interpreted they can be accepted as 
substantially sound. This is especially 
true if we take the time to add up the 
figures with procedures and conditions 
under which they were gained. With- 
out this, the figures would mean very 
little. 

First, the figures quoted are based 
on the purchase of glass at wholesale, 
as shown in the table in part one. 


Part II 


How Claim Procedures 
Affect Loss Ratios 


Aggravated Losses 
Future Costs 
Twin-Wrap Windshields 
By WILLIAM P. HENDERSON 
We come at this point to the ques- 


tion of actually establishing what it 
costs to insure auto glass, especially 


e ¢ What They Cost To Insure  e 


Practically all glass was purchased and 
serviced by auto glass dealers at a 
discount of 25% from the lowest retail 
schedule. When you combine it with 
realistic labor prices it represents an 
over-all saving of 20% on glass and 
labor. 

The claim procedure followed can 
affect the loss figures substantially 
This insurance company follows the 
outline of the Windshield Replacement 
Guide very closely. A copy of the guide 
is printed on the opposite page. A brief 
discussion of its use and effect is in 
order at this time. 

What constitutes a broken wind- 
shield? When should you spend $100? 





HAZAR 


Swiss mountain 


items, to name j 


UNUSUAL OR 


No, we don’t insure 


we do have the finest cover- 
age you can get on these 


LONG HAUL TRUCKS ° 


DOUS 


climbers-but 


ust a few: 


BUSSES 





PRODUCTS ° 


GENERAL LIABILITY 





BUTANE ° 


A RI ee DES 
4, oe he 


ANHYDROUS AMMONIA 


TAXICABS 





YOK 


Stl 


basis, American Stock Co 


ity. Contact any of our 
information. 





303 EIGHTH ST.N.W. * P.O. BOX 1708 * PHONE 3-4561 ° 





9 MS “an @L G za 
IN ~ 
Se 7 


208 SOUTH LaSALLE ST, ° 


i\ 


PHONE STATE 2-3200 s 








CHICAGO, ILLINOIS 2412 West 7th Street 


208 South LaSalle Street 


LOUISVILLE, KENTUCKY 
444 South Third Street 


DALLAS, TEXAS 
2506 Cedar Springs Ave. 


Our automatic treaties combine, on a quota share 


London providing maximum strength and secur- 


HOMER BRAY SERVICE, INC. 


ALBUQUERQUE, NEW MEXICO 


CONTACT THE OFFICE NEAREST YOU 
ALBUQUERQUE, NEW MEXICO DENVER, COLORADO 
303 8th Street, N.W 904 Gas & Electric Bidg. 
ATLANTA, GEORGIA 
70 Fairlie Street, N.W. LOS ANGELES, CALIFORNIA 


mpanies and Lloyds, 


ten offices for quick 


CHICAGO 3, ILLINOIS 








OKLAHOMA CITY, OKLAHOMA 
534 Commerce Exchange Bidg 


ST. LOUIS, MISSOURI 
111 North 4th Street 





SALT LAKE CITY, UTAH 
1315 Continental Bank Bidg. 

















The guide is the answer. Practically all 
windshields in use for 25,000 miles 
have numerous small nicks and abra- 
sions which must be classed as normal 
wear and tear. Knowledge of the prod- 
uct is necessary and the insurance 
industry must accept this fact; other- 
wise, windshield coverage cannot be 
written. Between the above condition 
and outright breakage many things can 
happen to a windshield which does not 
affect its prime function. Basically the 
function of a windshield is to look 
through—not at. If this were not true 
it could be made of metal, wood or any 
other material. Breakage of glass as 
stated in the policy means impairment 
of its prime function to provide vision. 
Cracking or breaking of glass as well 
as other damage as described in the 
guide that impairs vision necessary for 
safe driving calls for replacement. 
True, a fine line is drawn but it is 
definite, understandable and proven 
acceptable to the owners. 


What savings does the guide pro- 
duce? At first they were great as they 
stopped many abuses and cash settle- 
ments, perhaps 10% to 20% of the 
losses. After the guide has been in use 
for some time in an area the savings 
on owner reported losses reduce to less 
than 4%. On aggravated windshield 
losses the savings are greater. An ag- 
gravated loss is one where some auto- 
mobile service man suggests the owner 
report a broken windshield no matter 
how slight the damage. He does this 
only in hope of securing a sizeable and 
profitable replacement operation. This 
has reached unbelievable proportions 
at the time of car trade-in. A small 
survey some time ago showed 27% of 
the windshield losses were reported at 
the time of car trade-in. Further check 
found many of these losses paid for 
were not replaced and remained a loss 
for the same or another insurance 
company. With a $100 profit at stake 
this must be dealt with firmly. Ad- 
justment procedure must involve in- 
spection; application of the windshield 
guide to determine if there is a loss. 
If the loss has been aggravated, direct 
the replacement to another shop so no 
profit will result to the aggravator, 
and where you have assurance the re- 
placement will be made. 

At first, the guide shows substantial 
saving on these losses. After this 
method has been used for some time 
the aggravated losses rapidly diminish 
in number. I can only add this cheer- 
ful fact that 99% of the owners do not 
want to report a minor damaged wind- 
shield unless it interferes with their 
vision. This is especially true if the 
owner knows you only replace and not 
pay cash. You simply cannot pay cash 
on estimates and insure windshields. 

As these loss figures cover an ex- 
perience here in Detroit and Michigan 
it must be remembered we have a very 
high percentage of newer cars. Well 
over 50% of the cars insured have 
wraparound windshields. You must 
balance this fact with your percentage 
of new cars which probably won't 
reach that proportion until 1957 or 
1958 in most areas. 

Michigan has average midwest roads 
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| WINDSHIELD REPLACEMENT GUIDE 


HIELD REPLA 
your Sha eRe NT G » 
VICE” t*R*Proof Dealer’ UIDE” and 


MAIL THIS coup 


Presented by Shatterpreo! Glass Corporation as port of its "Pledge of 
Gveronteed installation Service” vsed by A’ i Shat -R- Proof Dealers 

driving vision—If « windshield is damaged in « location 
THE FOLLOWING SUGGESTED GUIDE: 


ACUTE AREA —92" x 5%” ('2 letterhead size) 
Directly in the driver's line of vision in the conter 
of driver's critical eres. 


The primary function of windshield is te provide safe 
thet interferes with safe driving, IT SHOULD BE REPLACED ACCORDING TO 


ME tT Sate WITT 
3 WH}. 
Vp 














CRITICAL AREAS —the ores cleaned by the 
normal sweep of both windshield wiper blades 





NON-CRITICAL AREA —All remaining wind- 
shield area. 





Gloss that is shattered or cracked either on the inside or outiide surface, ALWAYS REPLACE 








STAR 
BREAK 


ALWAYS REPLACE 





Vented break with cracks radiating from point of impact. Will spread 








REPLACE IF 


SAND PITS 
VISION IMPAIRED 


Fine pits or hare over glass surface due to sand storms. 





OR HAZE 
STRAIN A crack with ne point of impact end net originating from the edge of ALWAYS REPLACE 





CRACKS glass. Generally due to improper mounting. Will spreod 












BULL'S EYE 
HALF MOON 


Neon-vented, circular or half-circular chips not dislodged from glass. Will 
not spread unless accompanied by Stor Break. 








STONE NICKS 


Small trom the will cod 
OR CHIPS glass chips duledged glows not spr 














A REASONABLE APPROACH TO WINDSHIELD REPLACEMENTS 


“1.] Windshields ore made te look through —Net ot 

2 Since many small nen-repleceable “appearence demoges" de net alfect safe driving vision, they should be considered the some ex tiny paint chips on 
the cor body : 

3 Most damage (bull's eyes, chips, etc.) classed as non-replaceable, does not grow im sine. However, if it does spread, or others occur to impair safe vision 
insurance coverage is still in 


Expert judgment should be used in making all windshield replacements to insure customer vafety and satisfaction! 


7 


* Ne cash settlements or unusval arrangements should be made on any glass or car “Trade-In” replacements. 
e Make certain that work charged for is necessary, and that it is performed satisfactorily. 





Code of Elhics of a Good Installation Shope < 








of selling dealer) 





@ Check warranty period on new cars. Jo may be reaponesbsis 
© Check effective date of insurance policy before replacing “old break” (Usvolly distinguished by discoloration along edges of crack) | 
o¢ Substitution of tinted or shaded windshield for clear should never be made without notifying inawrance company ond \ 
owner paying the difference. 


| UNNECESSARY REPLACEMENTS CAN MEAN INCREASED RATES OR LIMITATION OF GLASS COVERAGE | | 
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“tila, : 


Do your insureds’ policies fit today’s 
semi-inflationary conditions—or have 
replacement costs far outgrown their 
existing coverage? Do your own books 
show the soundest, most profitable 
“balance of growth” between in- 
creased policy face values and 
greater number of policyholders? 


Dubuque F & M has been making an intensive study 
of just such factors in today’s economy. A friendly 
discussion with your Dubuque F & M man may prove 
invaluable to you right now. He’ll gladly call on 
you—if you'll just write and tell us your ‘““Welcome”’ mat is out! 


oe MULTIPLE LINE FACILITIES 
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Kansas City Flocd Insurer Writes 
Business At 100% Premium Rate 


KANSAS CITY—Despite the refus- 
al of Congress to enact legislation to 
put the proposed Federal Flood In- 
demnity Administration into opera- 
tion, flood insurance is being written, 
and at one of the worst flood loca- 
tions in the United States—the junc- 
tion of the Missouri and Kaw rivers 
in Kansas City, where in 1951 dam- 
age in excess of $980 million occurred 
when the rivers overflowed. 

The business in Kansas City is be- 
ing underwritten by National Flood 
Underwriters, a reciprocal, of which 
G. Richard Challinor is the head man. 
Mr. Challinor is president of Flood 
{Insurance Associates, the attorney- 
in-fact of National Flood Underwrit- 
ers, and is aviation commissioner of 
the Kansas City Chamber of Commerce. 

National Flood Underwriters was li- 
censed in Missouri in July and is ex- 
pected to be licensed shortly in Kan- 
sas. Its headquarters are in the heart 
of the flood district, 1200 Union ave- 
nue. 


National Flood Underwriters charges 
a premium that is 100% of the amount 
of risk. The attorney-in-fact does not 
deduct a management fee from the 
premium in order to leave all the 
money available for total loss. The 
income for the attorney-in-fact is de- 
rived from investments, while the in- 
sured can list his premium as a 
deductible operating cost. 

A $2,500,000 risk would pay an an- 
nual premium for 10 years of $250,000, 
but it could save the corporation tax 
on this amount, to produce a net pre- 
mium of $1 million in ten years. How- 
ever, the insured would only be cov- 
ered in the first year for $250,000. 
the amount of insurance increasing 
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Guaranteed Renewable Policies 


J Going Plac ) —— 
me NATIONAL CASUALTY =~: 


You'll be going places, too—leaping ahead 
—with National Casualty's sound protection 
—the finest in Disability Income, Hospitali- 
zation and Surgical coverages for the indi- 
vidual, Family, Franchise or True Group case. 
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Y ‘ 
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—highi 


Now Available! 





Remember—It's Easiest to Sell the Best! 


Gnd build 
attractive i 





': Michigan, 





each year exactly as the premium 
increases. 

Investment income in excess of the 
fee for the attorney-in-fact is depos- 
ited in a surplus account for each in- 
sured and compound interest is ac- 
cumulated. In order to secure this 
money, however, the insured would 
have to cancel. 

G. R. Challinor received most of 
his insurance advice from his uncle, 
John E. Challinor, executive vice- 
president of Lynn Underwriting Co. 
and U. S. Epperson Underwriting Co. 
of Kansas City, attorney-in-fact for 
Lumbermen’s Underwriting Alliance 
and Universal Underwriters. J. E. 
Challinor continues as insurance ad- 
visor to the reciprocal, but the Epper- 
son group has no connection with it. 
It is intended that National Flood 
Underwriters will operate for the pres- 
ent only in Missouri and Kansas, ex- 
panding only after experience is ac- 
cumulated. 

Flood Insurance Associates is writ- 
ing directly without agents. Arthur 
F. Weber, president of Weber Paper 
Co. of Kansas City, is secretary-treas- 
urer. 

G. Richard Challinor became inter- 
ested in developing practical flood in- 
surance when he was secretary of the 
Kansas City Chamber of Commerce 
emergency flood committee. Recog- 
nizing there was no opportunity to 
moderate exposure by insuring risks 
which probably would not have a flood 
loss, it was determined that the actu- 
arial exposure would be 100%, and 
the premium would have to be 100% 
of the amount of risk. 

Mr. Challinor explains that the idea 
is to persuade the insured to build 
his own reserve, and as the plan works 
out the actual] flood exposure can be 
determined. 

In operation, Mr. Challinor said, a 
$100,000 flood risk would pay premi- 
ums of $10,000 the first year, and a 
like amount each year for 10 years. 
Mr. Challinor said he does not feel 
this is the ultimate answer to flood 
insurance problems, but he is encour- 
aged that the ability to underwrite a 
flood risk and build up reserves might 
permit National Flood Underwriters 
to expand and develop its operation 
even nationally. 

Indication of the interest in his 
plan is the fact that even before the 
Missouri license was granted it was 
necessary to set up an escrow ar- 
rangement under which premiums 
were accepted and insurance committ- 
ments made subject to licensing. Kan- 
sas risks are now adopting the same 
procedure pending approval there. 
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People in every age bracket, on every social and 
economic level are exposed to New York Life’s 
a power-packed advertising program throughout 
nd a the year. 

years. 

Pew A continuous schedule of hard-working ads in 
oti. national media appears before more than three- 
rite a quarters of a billion readers annually! This in- 
= cludes ads in magazines like Life, Look, Saturday 
ration Evening Post, Ladies’ Home Journal, Better 
» ie Homes and Gardens, Time and Sunday Magazine 


e the Sections—to mention just a few. 
[| was 
ate : New York Life’s saturation advertising program 
:mitt- is a vital factor in telling insurance prospects 
Kan- about the Company’s complete line of insurance 
— products. It helps pre-sell your clients on buying 


_ New York Life policies from you! 


LOOK FOR SALES-STIMULATING 
NEW YORK LIFE ADS LIKE THESE... 
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Parker Defends Fire Rating System, Its 
Science and Pace; Perlet Tells of MPIC 


By BERNARD P. McMACKIN, Jr. 


An energetic defense of fire rating 
methods and bureaus, which have 
been the subject of some discussion 
in recent months as the fire compa- 
nies lost more and more money, was 
presented by Kent H. Parker, manager 
of Western Actuarial Bureau, at the 
breakfast meeting of the metropolitan 


and large lines agents committee dur- 
ing the convention in Chicago of Na- 
tional Assn. of Insurance Agents. Mr. 
Parker asserted that fire rates are get- 
ting too much blame for the red ink 
of 1956-57, and that there are some 
basic misconceptions at the bottom of 
this criticism. 

H. F. Perlet, manager of Multi-Peril 





As advertised 
in NEWSWEEK 


During the life 
of the policy, 
your client 
will appreciate 
the value of 
Hartford 
Steam 

Boiler’s 
inspection 
service, 

aimed at 
preventing 
accidents; 

and the heipful 
suggestions 
for prolonging 
the useful 

life of his 


equipment. 


INSURED TO 


KEEP POWER 





A plant's earning capacity depends 
on its power. Hartford Steam Boiler’s 
one business is to help its policyhold- 
ers keep power equipment alive and 
to protect them from losses in case of 
accident. In this undertaking it gives 
policyholders extra value in expert 
underwriting assistance Before a 
policy is issued, accident prevention 
service During the policy's term, and 
efficient rehabilitation help After an 
accident. 

BEFORE You benefit from the extra value 
of the specialized underwriting background 
and experience of Hartford Steam Boiler, 
through its Special Agemt, He is ready to 
assist you and your agent in fitting coverage 
to the specific requirements of your plant. 
DURING Working full time to keep power 
alive are more than.600 HSB Field Inspec- 
tors, one of whom ¥§ neaf you. He is skilled 
in accident prevention = his recommenda- 
tions may increase’theuseful life of your 
boilers and machinery. 

AFTER If an accident should strike, HSB 
specialists, familiar with your equipment, 
can be on the scene promptly — to assist 
in restoration, td" pfoffiote"quick settlement. 


You can obtain these Extra Values 
through your own Agent or Broker. 







Inspection 
is our 
middle 
name 


INSPECTION 
and INSURANCE COMPANY 


Horttord 2, Connecticut 


Insurance Conference, described that 
organization’s operations and aims. 
Philip Bronson, Seattle, presided at 
the session, which drew a big crowd. 

Those who blame fire rating bu- 
reaus and procedures for the under- 
writing losses the last two years err 
in judgment because they do not un- 
derstand fire rating, according to Mr. 
Parker. He said bureau people have 
become somewhat hypersensitive 
about this type of criticism. 

There has been a_ tremendous 
amount of print or talk directed in 
the last six months or so to the ail- 
ments of the fire business and the 
reasons or assumed reasons for its 
maladies, he said. The diagnosis is 
invariably gloomy and the prognosis 
makes the dullest bureaucrat wince. 
Each practitioner adds his observa- 
tions on the bad appearance of the 
patient and invariably lays principal 
blame on the rating bureaus and rat- 
ing procedures. And because fire is 
still the predominant line in most 
cases, the impression is usually left 
dangling that it is the fire rating bu- 
reaus and fire rating procedures that 
are most suspect. 

The technical rating branch of the 
fire business claims no special gifts 
of prophecy or exemption from error, 
he said. Before making any rate rec- 
ommendation of major importance, 
bureau men always seek a slight touch 
of a rabbit’s foot. Mistakes involving 
judgment are unavoidable. They are 
part of any business. But the bureau 
people work as best they can to limit 
the mistakes, and they must accept 
the criticism when subsequent events 
prove their judgment was wrong. 

Mr. Parker disavowed any attempt 
to determine the degree of responsi- 
bility of any part of the business for 
unsatisfactory underwriting experi- 
ence. Individual acts, whether broad- 
ened forms, discounted rating plans, 
liberal loss adjustment practices, loose 
underwriting or higher acquisition 
costs, all influence underwriting re- 
sults. But no individual or company 
or bureau deliberately sets out with 
red ink as a goal. The competitive 
forces of the market place continue 
to govern such acts and presumably 








Kent H. Parker 


H. F. Perlet 


foster benefits which ultimately ex- 
ceed the adverse effect of competitive 
abuses. 

If in the drive of the market-place 
the business has gone too far too fast, 
“we cannot castigate our decisions be- 
cause the business was’ unlucky 
enough to run into a concurrent but 
opposite trend of loss experience,” he 
said. “We can only work to consoli- 
date the gains made in coverages and 
forms, correct the obvious errors and 
adjust the operations of our business 
to the realities of 1957, and in doing 
so we must also keep in mind that in 
spite of red ink, 1957 is as tough and 
competitive a year as anyone has seen 
in a long while.” 

Are fire rating methods at fault? 
Can these methods meet the require- 
ments of today’s business pace? Are 
the fire rating bodies guilty, as some 
have avowed so frequently of late, of 
being operators of a horse and buggy 
school of rate making? 

The critics err in judgment as to what 
is wrong because they do not under- 
stand fire rating, Mr. Parker declared. 
They are complaining because the ma- 
chine does not have an obvious gear 
handle or clutch. They are baffled 
as to how it shifts to meet a short 
term change in loss cost. They resent 
the apparent lack of speed or absence 
of a visible means to increase the 
velocity. The prevalent view is that 
fire rate making, because it is predi- 
cated on the theory of probabilities 
and the law of averages, is not capa- 
ble of the speed required by modern 
underwriting. The responsibility for 

(CONTINUED ON PAGE 32) 
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LANDIS TELLS HOW 





Law Impinges On “Insurance Agency” 
Importantly And In Particular Ways 


PART II 


An agent’s oral misinterpretation of 
unambiguous provisions in reporting 
form fire policies did not affect a mod- 
ification of them. Insured could recover 
only the under-reported value of their 
property. Albert vs Home F.&M., Wis- 
consin supreme court, March 5, 1957, 
9CCH (F&CC) 76. 

An agent, employed to procure in- 
surance, must exercise good faith, rea- 
sonable skill and ordinary diligence, 
and must make insurance on the best 
terms he is able to obtain. If he is a 
professional agent, he must have 
knowledge of different companies and 
terms available, but in the absence of 
showing knowledge that better terms 
could have been obtained, an agent 
need only show good faith and reason- 
able diligence. 


An agent is engaged in an occupa- 
tion or vocation so that entries made 
by him on his policy register are not 
made in a professional capacity or in 
the course of professional conduct with- 
in the meaning of a statute rendering 
entries so made admissible in evidence 
—where the agent was dead. Rather, 
in order to constitute a profession, the 
employment or vocation must be such 
as requires the use or application of 
special learning or attainments of some 
kind. 


If people occupying a _ professional 
position take it upon themselves to 
give advice upon a matter directly con- 
nected with their profession, then they 
are responsible for seeing that they 
are equipped with a reasonable degree 
of skill and a reasonable stock of in- 
formation so it is reasonably safe for 
them to give that particular piece of 
advice, Mr. Landis observed. If they 
do take it upon themselves to express 
a definite opinion, knowing that their 
client will act upon it, they are re- 
sponsible if they give that information 
without taking reasonable care for its 
accuracy, so that it may be reasonably 
safe in the view of a reasonably pru- 
dent man to express that opinion. 


Mr. Landis noted that it has been 
reported that an agent in an eastern 
Ohio city applied for the rental of 
space in a building constructed under 
a zoning ordinance limiting its use to 
professional purposes. The agent was 
denied admission as not qualifying un- 
er the zoning code. 

Decedent was engaged in the real 
estate and insurance business. Shortly 
before his death, he procured several 
policies, the premiums for which were 
billed to him. He received the check 
for the premiums from insured and 
deposited it in his personal account 
the day before he died. Since there 
was not sufficient money in the estate 
to pay all creditors, insurers sought 
to impress a trust on the money in the 
account. The defendant’s contention, 
that the relationship between the de- 
cedent and the insurers was that of 
debtor and creditor, was held unten- 
able and, as he was merely an agent 
of the companies, the monies collected 
by him were received for purposes 
connected with his agency. A trust 
was declared. In Re Summer, New 
York surrogate court, March 18, 1939, 
I(F&CC) 153. 

Is an agent for a fire insurer, who 


is required to make an inspection of 
property, an employe of the principal, 
so as to make the principal liable for 
bodily injury to a person struck by 
an automobile driven by the agent on 
his way to make this inspection? It 
was held that a principal employing 
another to achieve a result but not 


controlling nor having the right to 
control the details of his physical move- 
ments is not responsible for incidental 
negligence while such person is con- 
ducting the authorized transaction. The 
agent was free to walk, drive a car, 
take a taxi, or ride a public convey- 
ance. Glynn vs M.F.A. Mutual, Mis- 
souri supreme court, Nov. 10, 1952, 1 
Auto Cases (2d) 165. 


In a unique Texas case a discon- 
tinued agent succeeded in counter- 
manding a company cancellation no- 


tice. The opinion discusses the doctrine 
of apparent authority. Western Millers 
Mutual vs Williams, fifth U.S. court 
of appeals, April 12, 1956, 8 (F&CC) 
939. 

Faulty or loose language by courts 
is illustrated in the following: 

A Tennessee appeals court, in a case 
in which Sen. Kefauver’s law firm 
took part, said: “We know, as a matter 
of general knowledge, that policyhold- 
ers rely upon brokers (sic) to look 


after the renewal of policies and to 
notify them of any termination of in- 
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@ THE BENNY SHOW 
PRE-SELLS YOUR PROSPECTS... 
ALL YOU HAVE TO DO IS 

TELL THEM WHERE YOU ARE! 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your agency—on 
the same CBS Radio stations your prospects tune 
in to hear their favorite comedian. Your local CBS 
Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 
bring you. 





JACK BENN 


on the air for you...CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 
starting September 29 coast to coast 


(CONTINUED ON PAGE 22) 





PLUS Powerful Advertising in America’s Favorite 
Magazines— The 19,700,000 readers of THE SATURDAY 
EVENING Post have been added to the millions of insur- 
ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 
TIME and other leading publications reaching a total of 
52,476,000 readers! This tremendous combination of 
magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identify your agency 
as the one that readers and listeners in your area are 
being urged to see. 


* THE HOME * 


Pe? pat 
FIRE ° AUTOMOBILE e MARINE 
Home Office: 59 Maiden Lane, New York 8, N. Y. 


THE HOME INDEMNITY COMPANY 
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IS YOUR CLIENT PROTECTED ? 





a 


He came-a Visitor 


He left-a Plaintiff 


More people — friends and strangers alike — 
are making more personal liability claims than 
ever before. Court records prove it. 

Here’s just another reason why your assured 
deserves the best in protection against a costly 
liability suit or expensive medical bills. 

Recommend the protection of a Comprehensive 
Personal Liability Policy. It’s inexpensive, up to the 
minute and easy to sell. There are still many 
prospects not covered by any form of policy. Get 
your share. 


Lonpon & LaNcASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 


20 Trinity Street, Hartford, Connecticut 
NEW YORK e CHICAGO e SAN FRANCISCO 
A firm friend of the American Agency System 
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Tennessee Agents To 
Discuss NAIA Ad Tieup 


Insurors of Tennessee will consider 
a tieup of the organization’s successful 
statewide advertising and public re- 
lations program with the proposed Na- 
tional Assn. of Insurance Agents cam- 
paign at the Tennessee annual meet- 
ing at Chattanooga Oct. 21-22. It will 
probably be the major item of busi- 
ness at the meeting. 

The plan in general involved com- 
bining the new NAIA “Independent 
Agent” service mark with the “In- 
suror Insured’ symbol used by the 
Tennessee agents for several years. 
In addition to the now commonly used 
automobile bumper stickers, it is 
planned to make available boat and 
agency stickers and highway signs, 
with the “Insuror’ symbol. M. B. 
Reynolds of Nashville is chairman of 
the Tennessee agents advertising and 
public relations committee and has 
worked on the subject with Doremus 
& Co., NAIA’s advertising agency. 





IM Underwriters Assn. 
Set Date Of Workshop 


On Renewal Procedures 


Inland Marine Underwriters Assn. 
will sponsor a workshop on renewal 
procedures Oct. 23 at the Hotel Bilt- 
more in New York. Two hour sessions 
have been scheduled for both the 
morning and afternoon. 

The discussion will take in all opera- 
tions necessary to produce a renewal 
policy or certificate, starting with the 
original production of an expiration 
notice or record and following through 
step by step until the completed con- 
tract is mailed to the producer. 





Texas Fire Hearing 
Set For Sept. 25 


Commissioner Harrison of Texas has 
announced that the annual hearing 
on fire, wind, EC, hail and inland ma- 
rine rates, rules, forms, etc. will be 
Sept. 25 at Austin. Copies of the print- 
ed agenda will be available Sept. 20. 





Madison GA In New Office 


Reitan-Lerdahl & Co., general agen- 
cy of Madison, Wis., has moved to new 
quarters at 448 West Washington ave- 
nue. Robert Taylor, president of Mill 
Owners Mutual, will speak at an open 
house for agents Sept. 24. 








Brokers and agents 
—the insured 
relies on you 


You will safeguard your client's 
interest if you recommend Ameri- 
can Appraisal Service as a basis 
for proper insurance protection. 

An American Appraisal report 
is complete and accurate—sup- 
ported by evidence that compels 
acceptance...and by records that 
will be available whenever proof 
is needed. 


The 
AMERICAN 


APPRAISAL 


Cc ompany 
SINCE 1896... LARGEST... MOST WIDELY USED 
Home Office: Milwaukee 1, Wisconsin 


Atlante Cleveland New York 
Baltimore Dallas Philadelphia 
Boston Detroit Pittsburgh 
Buffalo Kansas City St. Lovis 
Chicago Los Angeles San Francisco 
Cincinnati New Orleans Washington 


Affiliated: Canadian Appraisal Company, Ltd. 
Montreal and Toronto 














WITH ADDITIONAL OFFICES IN 


1401 Peachtree St., N.E. 
ATLANTA, GA. 
TRinity 4-1635 


601 Munsey Bldg. 
BALTIMORE 2, MD. DALLAS 5, TEXAS 
MUlberry 5-2504 LAkeside 6-8683 


GENERAL LIABILITY 
WORKMENS COMPENSATION 
FINANCIAL RESPONSIBILITY 
HARD TO PLACE RISKS 


P. O. Box 8046 905 Central Bank Bidg. 
DENVER 2, COLO. 
AMherst 6-0243 


1535 Wilshire Blvd. 
LOSANGELES 17, CALIF. 


There’s a world of experience goes into the writing of 
Unusual lines of insurance. 


TAXICABS 

TRUCKS - BUSSES 
NON-STANDARD AUTOS 
SURPLUS LINES 


KurT HITKE & COMPANY. INC. 


General Insurance Agents 
HOME OFFICE 


175 W. Jackson Boulevard 


Phone WAbash 2-3622 


Chicago 4, Illinois 


7950 Biscayne Blvd. 
MIAMI 38, FLA. 


DUnkirk 8-3161 Plaza 7-7658 


233 Sansome St. 
SAN FRANCISCO 4, CALIF. 
EXbrook 2-8842 


407 E. Washington St. 
SPRINGFIELD, ILL. 
8-4305 
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BY REPORT ON STATE FARM / Teamwork 


1 MASTER CARD DRAFT TYPIST a ‘ 
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eS 
7 82 “INVISIBLE” ASSISTANTS 
... THAT’S THE AVERAGE NUMBER OF HOME in sound programs of auto, life and fire insurance, 
AND REGIONAL OFFICE SPECIALISTS WHO and to give claims their prompt, personal attention. 
FREE EACH INDEPENDENT STATE FARM AGENT Mewo. then.-7,500. independents State. Fatin sanits 
FOR FULL-TIME SALES AND SERVICE find that this system affords them unlimited oppor- 
“ Because of State Farm’s unique system for handling _ tunities for growth, earnings, and deep personal satis- 
e 
routine details in Regional offices throughout thecoun- _faction...the sort of opportunities you’d expect from 
try, State Farm agents have more time to perform their the company that insures more cars than any other 
3622 indispensable function: to counsel and guide clients | company in the world. 
This is one in a series of advertisements to acquaint you with sagem 
in St. State Farm Mutual Automobile Insurance Company, Home 
LL. Office: Bloomington, Illinois. If you would like to know more about any aspect 
of State Farm operations, simply write: ‘‘Director of Public Relations.” INSURANCE 
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Attention: 
All Royal-Globe Agents 


Are You Aware of 


the Royal-Globe 
' Agents’ School? 


The education that the Royal-Globe gives 
to its “Multiple-Line Fieldman” trainees 
has long been the high standard of the 
insurance industry. 


Less well-known is the fact that twice a 
year the same training facilities and the 
same faculty are available to Royal-Globe 
agents tuition-free. 


ROYAL-GLOBE AGENTS’ SCHOOL 
has several advantages: 


1. Complete MULTIPLE-LINE curriculum. 

Seven weeks of concentrated training organized with 
the “know-how” acquired by years of developing 
special agents. 

2. CASE STUDY method of instruction. 

Learn to analyze the overall risk, the way you must 
actually do it in practice. 

3. Emphasis is on BASIC INSURANCE EDUCATION, rather 
than sales techniques. 


R-G believes that knowledge of product is the best 
producer of sales. 


If you are interested in improving your knowledge 
of your product, or if you have a young trainee in 
your office whom you would like to have trained for 
you, write to our Education Dept. for our course bro- 
chure or ask your R-G Multiple-Line Fieldman for 
information. He can tell you a lot about this course 
because he is a graduate of a similar one. 





CASUALTY + FIRE * MARINE « SURETY 


150 WILLIAM ST.. NEW YORK 38. N.Y. 


ROYAL INSURANCE JOMPANY, LTD. © THE: LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY To, 
ROYAL INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA 
WEWARK INSURANCE COMPANY * STAR INSURANCE COMPANY OF AMERICA * AMERICAN AND FOREIGW 
INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. * THAMES 
& MERSEY MARINE (INSURANCE COMPANY, LTD. * VIRGINIA FIRE & MARINE INSURANCE COMPANY 










Inter-Regional Tells Of Rating Principles, 
What It Is Doing In Present Emergency 


The position of Inter-Regional In- 
surance Conference with respect to 
fire rating, fundamentally and in light 
of the present emergency, was pre- 
sented to the Zone VI meeting at Se- 
attle by Charles M. Close of Great 
American, chairman of Inter-Region- 
al’s committee on rate level adjust- 
ments, and Felix Hargrett of Home, 
chairman of Inter-Regional’s com- 
mittee on the term rule. 

The statement made clear that In- 
ter-Regional has been alive to the 
problem of increasing loss and ex- 
pense trend for months and has been 
studying its several phases intensively. 
The organization called a meeting of 
rating bureau managers and_ their 
chairmen March 1 in New York to go 
over the seriousness of the situation 
and means by which to cope with it. 
In addition many senior executives 
attended the conference. 

Primary purpose of the meeting was 
to discuss means by which rate level 
adjustments, indicated by the latest 
five-year experience then available, 
1951-55, might reflect adequately the 
alarming loss trend which had de- 
veloped in 1956. 


° o 

As to that trend, language used at 
the March 1 meeting was: “We do not 
have in mind any action which can- 
not be supported by, nor any depart- 
ure from, basic principles contained 
in the all-industry bill and the rate 
level adjustment procedure which we 
have previously recommended to you.” 
The “principles” referred to were 
those requiring due that consideration 
be given past and prospective loss ex- 
perience, to past and prospective ex- 
penses. The “prospective” was em- 
phasized. 

The rate level adjustment proced- 
ure of Inter-Regional was drawn up 
and recommended to all rating bu- 
reaus in 1955. This embodies a 6% 
underwriting profit factor, with a two 
point tolerance either way before rate 
changing; annual review of the rate 
level over-all but not necessarily an 
annual rate adjustment. Also, use of 
all available and relevant premium 
and loss statistics, including loss ad- 
justment expenses, of both member 
and subscriber (and deviating) com- 
pany figures adjusted to reflect cur- 
rent rate levels. Loss experience of 
not less than the most recent five- 
year period shall be used—10 years 
for extended coverage. 

Also, only experience of member 
and subscriber stock companies shall 
be used on expenses other than loss 
adjustment expenses, reflecting com- 
parable methods of operation and ac- 
quisition costs. Expense figures shall 
not be separated as between commis- 
sions and premium taxes and all other 
expenses. 

And due consideration shall be given 
loss experience, expenses, and all oth- 
er relevant factors in and outside the 
state, including informed judgment on 
economic trends, social conditions, 
new processes and inventions and oth- 
er factors which may affect prospec- 
tive loss experience and expenses. 

At the March 1 meeting Inter-Re- 
gional stressed that it had no fixed 
formula for considering prospective 
losses and expenses, that the unpre- 
cedented underwriting loss situation 
was a fairly recent development, that 
solution of so involved a problem 
would take time. 

However, the conference counseled 


rating bureaus not to delay needed 
rate level adjustments while awaiting 
a formula for dealing with prospective 
loss experience and expenses. It em- 
phasized their familiarity with condi- 
tions in their own jurisdictions and 
urged them to do the best they could 
within the framework of their rating 








This “Silent Salesman” 
Puts Your Message 
In Their Hands! 


@ Scripto pens and mechanical 
pencils keep your sales story at the 
fingertips of your prospects! 


@ Adgif offers you 40 fabulous 
models — ball pens with famed Rx* 
ink...pencils...sets—complete line! 


@ Eleven sparkling barrel colors... 
two tones ... nine contrasting sales 
message inks! 


@ Perfect as “calling cards”... for 
grand openings ... conventions... 
sales campaigns...gifts for visitors 
: ... to win jobber salesman and 
retail clerk cooperation. 


~  @ You can afford to use Scripto. 
y Send this coupon now! 


oe a ae a a a a eee ewan) 
ADGIF COMPANY 
A Division of Scripto, Inc. 

P.O. Box 4847, Atlanta 2, Georgia 
RUSH FACTS about using Scripto pens 
and pencils in my sales promotion acti- 
vities. Please include prices. | under- 
stand there is no obligation. 
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COMPANY NAME. 
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STATE NU-2 
The World’s Largest Selling Line! Over 
70 Million Pens, Pencils Sold in 1956! 


ADVERTISING SPECIALTY SALESMEN! A few U.S. terri- 

tories are still available. Direct sales only (no jobbing)... 

ected accounts . . . firm selling prices . . . 80% repeat 
siness, Write in confidence to box number in coupon. 
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laws and Inter-Regional principles, to 
obtain proper rate level revisions. 

Inter-Regional told rating authori- 
ties that it was taking the extraordin- 
ary step of obtaining much earlier 
than usual all available 1956 fire and 
EC experience, and would supply this 
information to them several months 
earlier than usual. These figures, 
while not final, would show aggre- 
gate premiums and losses by state, 
though not by class, and they would 
necessarily involve certain approxima= 
tions. However, they would produce 
an approximate earned-incurred loss 
ratio for 1956 and would reveal a 
much earlier than usual indication of 
the loss trend during that year. 

It was not intended that these 1956 
preliminary results be used to sup- 
plant (or be combined with) any por- 
tion of the normal five-year experi- 
ence period on which rate level ad- 
justments are customarily based, “but 
rather that this data be viewed as 
additional data providing an indica- 
tion of the loss experience trend and 
as a reliable and more current indi- 
cation of present and prospective ex- 
perience.” 


Since the March 1 meeting commit- 
tees of the conference have continued 
their studies, and are actively con- 
sidering several suggested ways of 
giving “due consideration” to pros- 
pective losses and expenses. These 
suggestions have come from rating 
bureaus and companies. 

So much for the consideration being 
given by this Conference to the treat- 
ment of prospective loss experience 
and prospective expenses. This work 
is being carried forward diligently. 

The increase in the multiples for 
term policies is making excellent 
progress; 34 rating jurisdictions al- 
ready have approved the change. This 
is a splendid example of the kind of 
accomplishment possible when there 
is a high degree of cooperation be- 
tween regulation and industry. Mr. 
Close and Mr. Hargrett pointed out at 
the zone meeting in Seattle, however, 
that the change of term multiples will 
provide little increase of premium in- 
come for the next two or three years, 
and that its full effect of approxi- 
mately 642% will not be felt until at 
lease five years have elapsed. 

Inter-Regional is engaged in care- 
fully developing an actuarial adjust- 
ment of the charge made under the 
installment premium payment plan for 
deferred payment of premiums and 
expects to be able very soon to advise 
with the rating organizations nation- 
wide on this subject. Recommenda- 
tions will be fully documented. 

The conference is making every ef- 
fort to achieve reasonable consistency 
among rating organizations in the util- 
ization of fire and EC premium, loss 
and expense figures in the adjustment 
of rate levels. In doing so, the con- 
ference is opposed to emergency rate 
increases of an arbitrary nature as 
well as rate level adjustments which 
are made without regard to the mer- 
its of the several classifications in- 
volved. The principles of Inter-Re- 
gional are supported by its entire 
membership. 

Fire rates are made state by state, 
and member companies of Inter-Re- 
gional are genuinely concerned over 
the probability of widely divergent 
expense formulas applied state by 
state, to the detriment of their na- 
tional operations, Mr. Close and Mr. 
Hargrett told the commissioners. They 
called attention also to the serious loss 
due to flat cancellations and said they 
would welcome practical ideas for re- 
ducing this inherent expense drain. 


NAIA Lives On Budget, 
Has $108,000 In Ads 


C. S. MceNew Jr. of Pine Bluff, Ark., 
treasurer, reported to the convention 
of National Assn. of Insurance Agents 
in Chicago that for the fiscal year 
ending Aug. 31, operating income was 
$382,055. This was made up of state 
association dues of $252,800, American 
Agency Bulletin advertising of $108,- 
582, bulletin subscription of $1,557, 
tuition fees of $9,498, interest on se- 
curities of $3,228 and miscellaneous 
6,388. Total expenses were $381,948. 

The sale of new “Big I” insignia 
material was in large volume, cuts 
5,306, mats 3,682, posters 4,104, policy 
labels 2,906,400, decals 13,332, and 
bumper strips 87,861. 


This year has been the best in his- 
tory in dues collected, Mr. McNew re- 
ported. All states had paid their dues 
in full for the year 1956-1957, the first 
time since 1948. The advertising pro- 
gram has been an expensive opera- 
tion, and with the exception of the di- 
rect expense of Doremus & Co., which 
has been charged to the advertising 
fund and $5,793 which has been set 
up as a deferred expense, all addi- 
tional expense has been absorbed in 
the present budget. Overhead and ex- 
pense continues to climb, he said, but 
dues to individual members have re- 
mained about the same for eight years. 
This fiscal year the dues have been in- 
creased only 52 cents per member. 

As of Aug. 31, total assets of the as- 
sociation, excluding the contingent re- 
serve fund, were $238,805, and book 
value total assets, including the re- 
serve fund, were $498,036. Total liabil- 
ities were $69,858. 


Stockholders Vote For 
Reliance Name Change 


The merger of Reliance of Phila- 
delphia and Eureka Casualty into Fire 
Association of Philadelphia and the 
change of name of the surviving com- 
pany to Reliance was voted at a spe- 
cial meeting of stockholders. 

The vote in favor of the merger 
and change of name represented 75.2% 
of total shares outstanding. Less than 
1% of the stockholders voted against 
the merger and change of name. 

President Kenneth B. Hatch stated 
that the management had considered 
for several years the advisability of 
recommending the change of name. 
He said that Fire Association had en- 
joyed a long and honorable reputa- 
tion in the property insurance field. 
However, the name was not descrip- 


tive of the business in which the com- 
pany is engaged, particularly since the 
advent of multiple line underwriting. 
It is felt that producers and the in- 
suring public alike will more easily 
identify the name Reliance with the 
business in which the company is en- 
gaged. Reliance has been in existence 
since 1841. 

The merger and change of name 
are effective at year end. Mr. Hatch 
said that in addition to complying 
with the regulatory requirements, 
steps are being taken to properly sup- 
ply producers with the necessary pol- 
icies and forms to effect a smooth 
transition. 





Airway Underwriters Names Kull 

Airway Underwriters Inc. of Ann 
Arbor, Mich., has named Ronald L. 
Kull vice-president in charge of sales 
development. 


. 





AGGRESSIVENESS 


Fire & Casualty 
Company 


EARL W. GAMMAGE , PRESIDENT 
P. Oo. BOX 1662 ° 








Bold, decisive aggressiveness—tempered with practical common 
sense—is the mark of men who have reached an executive 
status in their chosen field. Insurance agents with this quality 


invariably prefer to represent companies with exceptionally 
aggressive (and progressive) managements. 


PaN AMERICAN 
is 





... A typical attribute of the most 
successful Insurance Agents 


Insurance 
Company 


T. EARNEST GAMMAGE JR., Exec. ¥. ». 
HOUSTON 1. TEXAS 
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are things a little bit Zr 
DISORGANIZED? 


A little here... a little there... is that the way you have 
been writing mutual policies for your clients? If you hesitate 
to write complete coverages in one company, remember that 
Lumber Mutual is one of the few multiple peril mutual 
companies .. . and that Lumber Mutual protects you and 
your clients through their own widely and wisely diversified 





of Boston, Mass. 


@ HOMEOWNERS’ and 
COMPREHENSIVE 


@ PERSONAL LIABILITY 


For further information contact: 
KEITH W. SKILLIN, Agency Supervisor 
at address below 


A Multiple Line Company 






@ FIRE ¢ INLAND MARINE / 


DWELLING POLICIES 


© BURGLARY 


@ Combination 
AUTOMOBILE POLICIES 





632 BEACON STREET, AT KENMORE SQUARE 
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Cenvention Dates 
: 
Sept. 20, Delaware Assn. of Insurance Agents, 
annual, Rehoboth Country elub, Rehoboth 


Sept. 22-24, Nevada Assn. of Insurance Agents, 
annual, Sahara hotel, Las Vegas. 

Sept. 22-24, Oregon Assn. of Insurance Agents, 
annual, Eugene hotel, Eugene. 





er Sept. 23-24, South Dakota Assn. of Mutual In- 
~— 












































YQ >> Q surance Agents, annual, Sioux Falls. All Insurance Companies are the same 
24 “Va ‘, Sept. 24-25, South Carolina Assn. of Insurance ; is di 
Z a ee NX 4 ) CZ \ / \\ > ‘S Agents, annual, Bon Air hotel, Augusta, Ga. e But P. N. Is different 
e/ eo {| ~ > * ALAN) Sept. 26-27, Oklahoma Assn. of Mutual Insur-| 
\ @&ae q en7~¢ 
a ea | Bg d ® } : - eae mai ance Agents, annual, Skirvin hotel, Oklahoma 3 
w p))) SS Wg y, ~- Sept. 29-Oct. 1, Pennsylvania Assn. of Insur- ; 
y So ance Agents, annual, Pocono Manor inn, ° 
otto 90999 Mount Pocono. : 
®eee 20029 ‘ 
@eee 09090 Oct. 1-3, Society of Chartered Property & Cas- 
eee ualty Underwriters, annual, Waldorf-Astoria 
Zi % hotel, New York City. 
3 LS Oct. 3-4, Mountain States Assn. of Mutual In- 
LL te surance Agents, annual, Denver. 
oy i ie Oct. 3-5, New Mexico Insurors, annual, Hilton 
+} Vip es hotel, Albuquerque. 
°00d4 YZ eee a Oct. 6-9, National Assn. of Casualty & Surety 
00 9 ZZ SS Agents, annual, Greenbrier hotel, White Sul- All Insurance Companies are the same 
Tres phur Springs. ° i iv 
siege Oct. 6-9, National Assn. of Casualty & Surety : But P.N. is progressive 
ette? Executives, annual, Greenbrier hotel, White ° * 


Sulphur Springs. 

Oct. 13-16, National Assn. of Mutual Insur- 
ance Agents, annual, Sherman hotel, Cm | 
cago. 

Oct. 14-15, Arizona Assn. of Insurance Agents, | 
annual, Westward hotel. Phoenix. 

Oct. 15, Louisiana Assn. of Insurance Agents, 
midyear, Bently hotel, Alexandria. 

Oct. 16-18, National Assn. of Independent In- 
surers, annual, Edgewater hotel, Chicago. 
Oct. 17, Inter-Regional Insurance Conference, 

annual, Plaza hotel, New York City. 


Oct. 17-18, Pacific Fire Rating Bureau, annual, j 
Gadi oe Cee All Insurance Companies are the same 


Oct. 19-23, Western Underwriters Assn., an- y But P.N. is profitable for 
nual, Greenbrier hotel, White Sulphur >. 
producers 
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Springs, W. Va. 


you have it in Holland-America’s new at ab Rian i ae cane iba 


annual, Baker hotel, Hutchinson. 
. Oct. 20-22, Maryland Assn. of Insurance 
Pa & We FA ii yw DEFEN Agents, annual, Lord Baltimore hotel, Bal- 
: timore. 
Oct. 20-23, National Assn. of Mutual Insur- 


Auto Policy with features your prospects will buy | diizac*s ss Suse hte, Nes 


Oct. 21-22, Insurors of Tennessee, annual, 
a4 : r Chattanooga, Read House. 
@ Insured may select, on an “Occurrence” basis either the new Oct, 21-22, Insurors of Tennessee, annual, 


e ae . ventional multiple limits. Chattanooga, Read House. 
Single Limit BI & PD protection, polieerimeaues P Oct. 21-23, Individual A&S Insurance Forum of 
Health Insurance Assn. of America, Biltmore 





@. . . and you can offer him the ultimate in Liability protection: hotel, New York. 

. oe . 7] “ Oct. 21-23, California Assn. of Insurance 
Holland-America’s unique Loss Each Occurrence coverage pty gg gg Pg 
which offers complete protection, regardless of the amount of | Diego. 

iability. Oct. 22, Conference of Mutual Casualty Com- 
the liability panies, Jung hotel, New Orleans. 
i ica’ - Oct. 22-23, Massachusetts Assn. of Insurance 
@ Prospects also like Holland-America’s Replacement Cost cover eee oe oe 
age which can give the insured, without depreciation, either a ton. 
brand new automobile of like kind and equipment or the amount Oct. 22-24, Wisconsin Assn. of Insurance 


Agents, Schroeder hotel, Milwaukee. 

Oct. 27-29, Illinois Assn. of Insurance Agents, 
annual, Pere Marquette hotel, Peoria. 

Oct. 27-29, Missouri Assn. of Insurance Agents, 
annual, President hotel, Kansas City, Mo. 


of money he originally paid for the car. 








@ Holland-America’s $25,000 protection against Uninsured Motor- 


ists, including up to $5,000. Medical Payments protect both the Oct. 99-80, Chile Acm. of Insurance Agente, on- 
i nual, Commodore Perry hotel, Toledo. 
insured and roamy. Oct. 30, Connecticut Assn. of Insurance Agents, , 
3 . annual, Statler hotel, Hartford. 
plus . . . other generous benefits like these: Nov. 7, Insurance Federation of New York, an- And another agent has been won 
Rng =e rg oe ree oe _- over by the aggressive leadership 
. Ov. . ic. an ssn. 0 utua nsurance ‘ e ° 
@ Up to $10 a day Transportation allowance for rental of tempo- Agents, annual, Statler hotel, Detroit. of the Pacific National Group. 
rary transportation in case of theft (Limit: $250.00). Nov. 15, American Marine Insurance Clearing 
House, annual, New York City. 
@ Up to $200 allowance for cost of Bail Bond in the event of Nov. 17-19, Kentucky Assn. of Insurance 


" : ° ° Agents, annual, Kentucky hotel, Louisville. 
traffic violation or accident. 


@ Up to $200 for loss of personal effects due to fire or theft. 





ai ~ PAUL TEMPLE 
flus . . . Many more 


AND ASSOCIATES C 0 
Another Holland-America policy to open new doors to new business for you. PA IFIC NATI NAL 


INSURANCE ANALYSTS 


INSURANCE GROUP 


Purchase, Re-Insurance PACIFIC NATIONAL FIRE INSURANCE COMPANY 

and/or Merger of Life, Fire and MANUFACTURERS CASUALTY INSURANCE COMPANY 

Casualty Insurance Cupane San Francisco, Calif. 
Automobile negotiated in confidence through Philadelphia, Penn. ¢ Skokie, Ill. ¢ Atlanta, Ga. 


. the facilities of this 30 year 
Policy old organization. 





Get the whole profitable story on this great new policy now, from 1927-1957 


HOLLAND-AMERICA PAUL TEMPLE AND ASSOCIATES 


oe TH CLARK STREET 
INSURANCE COMPANY AGO ; 
1013 CENTRAL - KANSAS CITY 5, MISSOURI 
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COMMENTS 


TRENDS 


OBSERVATIONS 





Comments On Enlarged Function And 
Responsibility Of The Agency Executive 


The responsibility of the insurance 
sales manager or agency executive has 
broadened greatly under increased 
competition. As a result, a new type 
of insurance sales manager is emerging 
in fire and casualty insurance, Dr. 
Frank Lang, president of Frank Lang 
& Associates, insurance marketing 
and management consultants of New 
York and Chicago, told the agency 
meeting of Conference of Mutual Cas- 
ualty Companies at Chicago last week. 

The conception of what an insurance 
sales manager is and should do has 
recently undergone an almost revolu- 
tionary change in progressive compa- 
nies, Mr. Lang said. “The  back- 
slapping, socializing, hail-fellow-well- 
met type of agency executive is being 
replaced by a new type of man, orient- 
ed to all of the company’s operating 
functions, and aware of the broader 
aspects of the business. Creative long- 
term planning and productive collabor- 
ation with operating functions, such as 
claims and underwriting, has become 
as important as ability to do a good 
selling job.” 


Commenting upon the sour experi- 
ence shown by most fire and casualty 
companies, Mr. Lang said, “We can 
expect that more and more boards of 
directors will ask for greater detailed 
information in order to evaluate their 
company’s operating results, and man- 
agement’s ability to direct them.” 

In spite of all the talk that “some- 
thing must be done,” Mr. Lang pre- 
dicted there is little likelihood that 
competitive practices will decrease, 
and for political as well as competitive 
reasons it is also questionable whether 
much relief can be hoped for from a 
general increase in the rate level. 
“Company management would be bet- 
ter off if it learned to accept the un- 
pleasant fact that it will have to con- 
tinue to live in highly competitive sur- 
roundings, which require a forward- 
looking and well informed staff, if the 
company is to survive.” 

Of prime importance should be the 
management of the agency of sales 
function, Mr. Lang went on, remarking 
that this function has changed from 
one of appointing as many agents as 
possible to a broader concept which 
includes sales and market planning, 
use of market facts and research tools, 
integration of advertising and sales 
promotion in an over-all merchandis- 
ing campaign, understanding and ap- 
plication of underwriting standards, 
and control of sales costs, as well as 
selection, training, supervision and di- 
rection of field staff and agency force. 
The modern agency department, there- 
fore, coordinates the work of various 
operating units with a wide range of 
Specialized services, a task which 
places a high premium on executive 
competence. 

Mr. Lang referred to the so-called 
“marketing concept” which has been 
hailed by industrial companies as a 
hew innovation but said fire and cas- 


ualt,y insurers are faced with different 
types of problems. 

The fundamental difference occurs 
in the underwriting aspect of sales, he 
noted. “There is hardly a fire and cas- 
ualty company which today couldn’t 
increase its business substantially by 
lowering its underwriting standards; 
yet the result would only be more dis- 
astrous than the present sad picture. 
It is therefore the responsibility of the 
modern insurance sales manager not 
just to obtain business but rather prof- 
itable business. With this fundamental 
objective in mind at all times, he must 
cooperate in the development of policy 
contracts, rates and underwriting 
standards and apply them faithfully 
so that the quality of business will be 
maintained.” 


The place of the modern sales man- 
ager is among his company’s senior 
executive group, Mr. Lang declared. 
Depending upon size and organization 
pattern, sales can be set up either as 
a line or a staff function. 

Traditionally, multiple line compa- 
nies had a separate agency officer for 
each major line; now most of them 
have integrated their agency depart- 
ments, at least on the top level. The 
agency function has been combined by 
more than two-thirds of the large mul- 
tiple line companies, according to a 
survey conducted by Frank Lang & 
Associates in 1955, he said. _ 

Mr. Lang presented 12 exhibits, pre- 
pared by his firm, one for each major 
functional area of the sales manager’s 
job, with 46 divisions and 213 subdi- 
visions. 

Market Planning—tThis is one of the 
most important, and yet most neglect- 
ed, functions, he said. It replaces 
guesswork with facts. Under this func- 
tion fall such activities as analysis of 
insurance needs, determination of po- 
tential premium volume by territory, 
and identification of present and pros- 
pective policyholders. Based upon such 
analyses, long range plans can be set 
up, geared to the markets offering the 
greatest potential. The rate structure 
and underwriting experience must be 
studied before sales objectives can be 
formulated. Planning cannot be hap- 
hazard; it must be objective, making 
use of scientific tools. 

Consultation on Policy Contract De- 
velopment—Depending upon state reg- 
ulation and company membership in 
various rating bureaus, sales has a 
definite responsibility in the formula- 
tion and design of policy coverage, the 
packaging of policy forms, and the 
simplification of coverages Mr. Lang 
observed. In the past companies have 
usually left these decisions to the un- 
derwriting and actuarial departments 
without asking the agency department 
to survey the potential demand. “Va- 
cation rain insurance is a good exam- 
ple of a coverage which was introduced 
two years ago with much publicity, 
only to be withdrawn because of lack 
of demand.” 


Market Development—Determina- 


tion of markets to be developed and 
procedures to be used are important 
aspects of the sales function. What 
kind of selling is best suited to a cer- 
tain line or coverage? Should a com- 
pany try to contact a lot of prospects 
or pester a few to death? A study of 
market potential helps determine how 
many agents and field men a company 
should have, and provides a clue to 
the personality and character of the 
men who should be appointed and the 
training and supervision they should 
receive 

Building of Agency Department and 
Field Organization—Once personnel 
needs are known, the sales manager 
can define what he expects from his 
own staff, his field men, and the agent 
himself. 

Training the Sales Organization— 
Good training pyramids the benefits of 
careful selection, Mr. Lang said. The 
development of an effective training 
program is an arduous task, yet one 
which pays off handsomely in the long 
run. Separate programs are needed for 
new as opposed to experienced men, 
for training should be a continuous 
process for both agents and field staff. 

Activating the Sales Organization— 
A variety of approaches are available 
to stimulate a field force to effective 
action. They include compensation 
plans, the use of incentive or contin- 
gency plans, sales meetings, personal 
and group conferences, sales contests 
and campaigns, and other devices. 

Supervision and Control—The pur- 
pose of sales supervision, he noted, is 
to assure performance that will meet 
established standards. To do a proper 
job of supervision, activity reports and 
an evaluation of sales performance is 
needed. 


Advertising and Sales Promotion— 
Mr. Lang said it is up to the modern 
sales manager to integrate the prepa- 
ration of sales tools and the advertis- 
ing, sales promotion, and publicity 
programs into a coordinated merchan- 
dising campaign. There is a wide vari- 
ation in advertising productivity, and 
the proper evaluation of advertising 
results should be as integral an aspect 
of the advertising function as the se- 
lection of media or preparation of copy. 

Participation in Control of Under- 
writing Standards—Underwriting re- 
sults are the most important influence 
today on top management’s decisions 
as to choice of territories or agents 
from which business is accepted, he 
commented. Two large insurance or- 
ganizations operating countrywide, he 
said, will accept new automobile busi- 
ness only from four midwestern states. 
The insurance sales manager must 
have a thorough understanding of his 
company’s underwriting policies so 
that he can implant them in the field 
staff and agency force. While the sales 
executive alone should not determine 
his company’s underwriting standards, 
Mr. Lang said, he certainly should par- 
ticipate in decisions as to the general 
acceptability of certain types of risks. 

Control of Sales Costs—The modern 
insurance sales execu*ive uses an ex- 
tensive system of sales analyses in 
gathering facts from the firing line to 
keep his costs down. The actual cost 


of having a company man visit an 
agent ranges from $7 to $31. With such 
information, costs can be measured in 
relationship to performance. A produc- 
tion report or a quota comparison alone- 
is not enough unless it is accompanied 
by proper expense allocation. Studies 
of comparative profitability are anoth- 
er important aspect of cost control. 
The sales manager today has to be 
prepared at all times to justify the 
expense of the functions under his 
jurisdiction. 

Company Organization Administra- 
tion—The sales manager’s increased 
importance has added to his adminis- 
trative duties, Mr. Lang observed. An 
important aspect of his job is to inter- 
pret the sales operation to other de- 
partments, coordinate the work of his 
staff with them, and provide a liaison 
between agents and field men and other 
operating units. 

Public Relations—In a large compa- 
ny, the maintenance of personal con- 
tact becomes increasingly difficult and 
even field conferences or conventions 
do not always serve the purpose. Some 
companies, Mr. Lang remarked, have 
set up special agency advisory com- 
mittees which meet with top manage- 
ment to discuss mutual problems. Oth- 
er companies have found that agency 
surveys by objective outsiders can 
serve as one of the most effective tools 
in pinpointing problem areas. 

The insurance sales manager, in 
spite of the many facets of his job and 
in spite of his broad influence, is only 
one member of the top management 
group, Mr. Lang pointed out. Often a 
company’s sales problem illustrates the 
iceberg, where only the visible part is 
manifested in sales, while the invisible 
part causing problems is below the 
surface and is many times as large. A 
divided management group cannot pro- 
duce an effective sales program no 
matter how good the agency head may 
be. Before embarking upon any funda- 
mental company policy change in the 
sales function, he recommended a com- 
pany not only to look at sales but also 
examine the whole organization—its 
objectives and policies—as well as the 
men who carry them out. 





New Fire Safety Message 
Book Matches Available 


Sparky, the fire-preventing Dalma- 
tian, is carrying special messages of 
caution directly to those folks, who, by 
a single thoughtless act with their 
match or cigarette, could cause an un- 
wanted and harmful fire, through a 
new series of match books created by 
Universal Match Corp. and distributed 
by special arrangement with National 
Fire Protection Assn. Sparky is a copy- 
righted public service fire safety pro- 
ject of NFPA. 

The match books are in two colors, 
red and black. They have one blank - 
side for imprinting desired messages 
or addresses. The striking surface of 
each match book is on the back as an 
added fire safety feature. 

In addition to the standard outside 
design, there are five different illus- 
trations and s! 2cific warnings inside 
the match book overs. 

Inquiries about how to order should 
be directed to Sparky Match Program, 
attention M. Netzorg, 148 State street, 
Boston 9. 
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Contributes to 
Small Individual Losses 
as Well as the Large Ones 
Fire and Allied Classes 
Administrative Offices 
33 LEWIS STREET HARTFORD 3, CONN. 
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Industry Leaders Offer Suggestions 


(CONTINUED FROM PAGE 1) 





dent, and Gordon H. Sweany, vice- 
president and general counsel of Gen- 
eral of Seattle, quoted figures indicat- 
ing inflationary trends affecting losses 
and urged prompt action to develop 
adequate rates. 

John A. Steel, president of Pacific 
National, cited general unsatisfactory 
underwriting results for all types of in- 
surers, regardless of marketing meth- 
ods, and urged the adoption of trend 
factors in rating methods. He cautioned 
that company executives “cannot call 
on the insurance commissioners to save 
us from our own follies,’ in urging 
immediate corrective measures to curb 
poor underwriting results. The annual 
review of all rates, according to Mr. 
Steel, is advisable. In the field of pub- 
lic relations, he suggested that com- 
panies use more discretion in releasing 
company statements to the press which 
have been prepared to hide under- 
writing losses. The public should be 
made aware of the plight of the in- 
dustry, he emphasized. To materially 
assist in curbing future automobile 
losses, he said Assn. of Casualty & 
Surety Companies should work with 
Detroit automobile manufacturers to- 
ward improved safety design and with 
an eye toward more economical parts 
replacements and repairs. 


William Leslie, general manager of 
National Bureau of Casualty Under- 
writers, reviewed loss figures for au- 
tomobile BI and PDL 1941 to 1956, in- 
dicating that BI claims costs had in- 
creased 116% and PDL claims costs 
have gone up 240% in that period. Ac- 
cording to Mr. Leslie, for the period 
in question, the over-all increase in 


LeRoy, Ohio 








BI-PDL rates has been only 60% 
while the cost of living index alone 
has risen 97%. He said that bureau 
figures indicate that PDL rates have 
kept pace with inflation but that BI 
rates have lagged behind. 

Mr. Leslie reported that the bureau 
has undertaken to obtain detailed ex- 
perience information to determine 
trends in claims quarterly. To date, he 
said, the bureau is not using prospec- 
tive rating. 

Carl B. Birkenmeyer, vice-president 
of United Pacific, suggested as one 
small area of possible improvement the 
amending of automobile medical pay- 
ments coverage to provide that such 
coverage be deemed excess of other 
insurance. 

Charles Close, chairman of Inter- 
Regional Insurance Conference, rec- 
ommended that expense factors not be 
segregated in rate computations as had 
been previously suggested by commis- 
sioner McConnell of California. 


According to Mr. Close, this would 
lead to many complications when these 
factors were subjected to the widely 
divergent formulas applied by various 
states. Mr. Close endorsed the idea 
expressed at the previous day’s session 
for the adoption of steps to reduce 
losses due to flat cancellations. 

T. G. McGuire, president of Indus- 
trial Indemnity, condemned the waste 
resulting from “free insurance,” or 
policies cancelled flat after inception 
date, estimating the loss as approxi- 
mately 5% of gross premiums. He 
urged that Commissioner McConnell 
and his staff prepare a model bill to 
correct the situation and suggested that 
the bill be presented to NAIC to be 
considered for adoption nationwide. 

Mr. McConnell agreed to undertake 
the task but indicated he would call 
on industry leaders to aid in preparing 
the measure. He said that flat cancel- 
lations might be considered a rebate 
and a possible amendment to existing 
anti-rebate statutes might be practical. 

Leo Rich, chairman of Republic In- 
demnity, asked for speedy action on 
the part of the National Bureau to cor- 
rect the existing rate structure. He 
suggested that the bureau should “have 
moved a little faster” in the light of 
1956 losses but instead introduced a 
broader policy form. “Time is of the 
essence,” he emphasized, to help the 
smaller companies out of their finan- 
cial difficulties. 

“You cannot regard the word com- 
missions as a dirty word when the 
whole subject of this meeting is mak- 
ing a profit,” he declared. He claimed 
that an inequality exists in present 
commission schedules, citing the dif- 
ference in gross commission dollars on 
automobile business written in high 
rated territories and the same type of 
business written in lower rated terri- 
tories. “Commission is a definite por- 
tion of this great problem,” he said. 
In urging the adoption of a mandatory 
deductible on automobile comprehen- 
sive coverage, Mr. Rich said ‘‘compre- 
hensive coverage is ridiculous without 
a deductible.” He complained that the 
public relations program of the indus- 
try is poor and as a result policyholders 
who are otherwise honest feel it is 
perfectly all right to cheat the insur- 
ance companies. In concluding the 
most critical address of the two-day 
session, Mr. Rich asked, “why can’t 
the industry pay decent wages?” The 
need for qualified help should be rec- 
ognized and dealt with as:a part of 
the rate making problem; the industry 
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should get rid of the “poor pay” stigma, 
he said. 

J. T. Blalock, vice-president and 
public relations counsel of Pacific In- 
demnity, echoed previous sentiments 
favoring the use of trend and projec- 
tion factors in the development of 
rates. He cited the recent agreement 
between Pacific Coast Advisory Assn. 
and the National Bureau wherein the 
association agreed to furnish experi- 
ence figures to the bureau for use in 
compiling rating information. He said 
that with an adequate volume of ex- 
perience data the industry can and 
will produce rates through the use of 
trend and projection factors which will 
be adequate. 

7 i . 

Ben Mitchell, president of Employ- 
ers Casualty of Dallas, said it will be 
up to the industry to provide necessary 
data to the commissioners to substan- 
tiate rate changes but it will be up to 
the commissioners to “reconcile the di- 
vergent points of view” presented to 
them by the various interests in the 
industry. According to Mr. Mitchell, 
some of the “hallowed principles” of 
the industry are no longer applicable 
and most are willing to agree “our 
rating procedure predicated on past 
experience is not responsive to rapid 
economic change.” 

The final speaker of the open ses- 
sion was James F. Crafts, Fireman’s 
Fund president, who reported the six- 
months figures for stock companies in 
California. Data supplied by the in- 
surance department showed total un- 
derwriting loss of over $206 million, 
total premium writings of more than 
$3,228,000,000, and a loss in surplus of 
$101 million. The underwriting loss 
was 6.1%. 





American Mutual Alliance 
Adds Three To PR Staff 


American Mutual Insurance Alli- 
ance has added three staff writers to 
its public relations department. They ar 
Richard Blouin, formerly an editor of 
Encyclopaedia Brittanica; Donald Ed- 
wards, who has been on the public 
relations staff of Prudential; and Mar- 
garet Reynolds, formerly associate ed- 
itor of Advertising Requirements. 





Hartford Accident Names 


Hull District Engineer 


Hartford Accident has appointed 
James J. Hull district engineer at Al- 
bany. He joined Hartford Accident as 
a field engineer at Albany in 1947. 


Block Names D.C. Assn. 


Committee Chairman 


WASHINGTON—Huntington T. 
Block, president of District of Co- 
lumbia Assn. of Insurance Agents has 
appointed the following members com- 
mittee chairmen for the coming year: 
A. L. Jagoe Jr., advertising and pub- 
licity; Victor O. Schinnerer, agent’s 
advisory; Hubert A. Newsom, attend- 
ance and hospitality; John Cole, bul- 
letin advertising; Robert Hart, casual- 
ty; William d’Espard, catastrophe; 
Bernard Levy, educational; Walter 








MILWAUKEE BRANCH OFFICE—Large Multiple Line 
Stock Company needs the following men: 
A—Fire Underwriting Mgr.—to $7,500. 
B—Senior Casualty Undwr.—Primarily Underwrit- 
ing but some field service and production. $6,500. 
C—Multiple Line Field Man—Heavy on Casualty. 
Promote Casualty business from existing agency 
plant which is primarily Fire. $6,500. 
Interviewed in Milwaukee. Company will pay ex- 
penses for interview, also relocation fees and 
agency fee. 





Call or Write 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. WAbash 
Chicago, III. 2-4800 











Schilling, fidelity and surety; William 
Stell, fire safety and accident preven- 
tion; Herbert Pasewalk, grievance; Carl 
Anderson, “I” day; Ralph Lee III, 
legislative; Gerald Cassidy, member- 
ship; Charles Barker, program, and 
Douglas Wallop Jr., property insurance. 





Schenectady County (N.Y.) Assn. 
of Insurance Agents heard Sam Riggi, 
president of Independent Auto Body 
& Garage Owner’s Assn., discuss 
problems of common interest to the 
automobile insurance industry and the 
auto repair trade, at the September 
meeting in Schenectady. 


Name R. J. Parker V-P 
Of Manhattan F.&M. 


Russell J. Parker, who joined Lon- 
don Assurance last April and was 
made a vice-president of Guarantee 
in July, has been named a vice-pres- 
ident of Manhattan F.&M. of the 
London group. He is in charge of the 
group’s casualty operations in the Pa- 
cific coast territory. He started with 
Globe Indemnity at Oakland in 1924, 
and was appointed branch manager 
there in 1935, superintendent of the 
Pacific coast department of Globe at 


San Francisco in 1938, and assistant 
manager the following year. In 1944, 
he went with National of Hartford as 
assistant manager of the casualty and 
surety division in the west. 





Broward Co., Fla., Assn. Elects 

Broward County (Fla.) Insurors 
Assn. has elected Robert Ross Jr. 
president, R. O. Angle vice-president, 
and Richard Brown secretary-treasur- 
er. All are from Fort Lauderdale. 

Thomas Johnson, secretary of Flor- 
ida Assn. of Insurance Agents, was 
speaker at the installation banquet 
held at Pompano Beach. 
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IBM’s NEW 305 RAMAC’ 


puts captured source data to work... instantly! 


NOW—put new policy data to work 
the minute it reaches your home of- 
fice! This is just one aspect of the 
vast new potential that IBM 305 
“single step” data processing holds 
for the insurance industry today. 
Here, at last, is an all-purpose unit 
that processes each transaction as it 
occurs without waiting for “batch” 
handling. At the same time it updates 
every related record on file. RAMAC’s 


5-million character “memory” stores 
data from punched cards, accumu- 
lating the many breakdowns of pre- 
miums and losses. 

With 305 RAMAC you are always 
sure of agency and assured experi- 
ence reports right on the dot—ready 
for instant action! 

Fire and Casualty Insurance com- 
panies particularly value the 305 
RAMAC for providing timely man- 


*® Random Access Method of Accounting and Control 


DATA PROCESSING * ELECTRIC TYPEWRITERS ¢ MILITARY PRODUCTS « TIME EQUIPMENT 


agement control reports, and accu- 
rate and swift collation of statistics 
for annual statements. 


To find out how 305 RAMAC brings 
new efficiencies to your company, your 
agents and your assureds, send for our 
free folder “305 RAMAC for Fire & 
Casualty Insurance Companies”: FIRE 
& CASUALTY INSURANCE DEPARTMENT 
A57-a, International Business Machines 
Corporation, 590 Madison Avenue, New 
York 22, New York. 





DATA 
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W. T. Traynor, 
New York assist- 
ant secretary; C. 
L. Day, Chicago, 
secretary in charge 
of midwest de- 
partment; H. W. 
Casler, New York, 
assistant U. S. 
manager. All with 
North British. 





At Eastern Agents Conference of NAIA: E. Stuard Windsor of Baltimore, 
C. H. Frankenbach of Westfield, N. J.; William D’Espard of District of Colum- 
bia; Arthur B. Fair of Natick, Mass.; Valmore H. Forcier of Danielson, Conn.., 
and Arthur L. Schwab of Staten Island. 

















W. Clay Hess of 
Chicago, Raymond 
F. Wiley of Water- 
town, and Elmer 
Sademan of Chi- 
cago, hosts at Agri- 
cultural head- 
quarters during 
the NAIA conven- 
tion in Chicago. 








At Chubb & Son headquarters—T. R. Dew, New York; R. E. Wallace, New 
York; R. B. Evans, East Orange, N. J., president Colonial Life; J. M. Kelly, New 
York. Those other than Mr. Evans are vice-presidents of Chubb & Son. 


ecognize 
gnized Appraisal Authorities 
OFFICES COAST 


caRUTNE OFFICES 
CHICAGO 
NEW TORK 


At the Lloyd- : 3 esa merect PRICES 
Thomas Co. dis- . S 
play during the 
NAIA convention 
—O. E. Mathisen 
and Benard J. Cro- 
nin of Chicago, and 
William E. Houk of 
Milwaukee. 





Frank J. Pocquette of Pacific of New York group managed to get all nine of 
his midwest field staff together at the NAIA convention in Chicago. Standing 
are R. W. Moon, J. L. Flavin, S. M. Daniels, A. J. Landgraf. Seated: H. W. Bailey, 
Ww. N. Lowe, W. R. Meier, and John Beddinefield. 








son of Mr. Walter Sheldon, also with 

OQ. Shaw Johnson of Clarksdale, Miss., Chicago, at the NAIA. Mr. Johnson and R. Miley of W. A. Alexander, Mrs. Alexander & Co., and Mrs. Sheldon, 
Mrs. Sheldon, Mrs. Johnson, and Walter Mr. Sheldon are past presidents of Miley, Mrs. Donald Perin and Mr. Perin and Mrs. Richard S. Schmidt and R. S. 
M. Sheldon of W. A. Alexander & Co., NAIA. Right of Mr. Sheldon are Frank of Alexander & Co., and H. E. Sheldon, Schmidt of Alexander & Co. 
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More Views 
Of NAIA Annual 





Southern Agents Conference leaders 
—J. P. Walker, Augusta, Ga., chair- 
man; J. P. Wilson Jr., Mobile, vice- 
chairman; R. S. Brantley, Raleigh, sec- 
retary. 


F. P. Middleton, Phoenix; T. A. Bur- 
row, Berkeley, conference secretary; 


G. R. McClure, Salt Lake City, con- 
ference chairman. 





Midwest Agents Conference officers—R. M. Byrne, Omaha, new conference 
committee chairman; B. W. Hopkins, Des Moines, conference chairman; H. T. 
Moran, Oklahoma City, vice-chairman; E. L. Lederer, Chicago, retiring con- 


ference committee chairman; G. A. Timm, Kenosha, Wis., treasurer. 





At Home of New York headquarters: 


—M. E. Sprague, vice-president; L. V. executive vice-president; T. M. Willi- 


vice-president; Leonard Peterson, 


office at New York. 


At Far West Agents Conference— 





Mrs. David J. Brewer of Greenwood 
Miss., Mrs. Sheldon and Mr. Brewer at 
the NAIA. 





At Geo. F. Brown & Sons headquarters—R. D. Schley, production manager: 
E. L. Gimbel, accident & health manager; A. R. Peterson, fire manager; D. J. 
Ried, marine manager; R. W. Bird, assistant vice-president. All with Geo. Brown 


& Sons. 










At Seaboard Surety headquarters— 
J. A. O’Connor, Milwaukee, president 
Leedom, O’Connor & Noyes agency; F. 
E. Schiele, New York, vice-president 
Seaboard Surety; G. B. Slattengren, 
New York, president Seaboard Surety. 


At Continental Assurance headquar- 
ters—F. E. Kinzer, Covington Va., be- 
ing sketched by Miss Sally Zippert, 
while M. B. Simms, director multiple 
line development for Continental com- 
panies, watches. 





At NAIA—Seated: Wendell Robinson and George Reinking; standing, Johr 
Grady, vice-president; W. W. Allen, 2™S- Vice-president. All from home J. Wunder, Charles W. Kraemer, Jerome J. Theisen, and Marshall B. Simms of 


Continental-National group. 
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Agent's Stake In The Company Situation 


In general, we find agents sympa- 
thetic with the insurers and _ their 
present difficulties. Nothing could be 
more appropriate, for the troubles be- 
ing endured by the insurers today are 
in degree and nature serious enough 
to put the agent-company relationship 
to out-of-ordinary testing—and in the 
case of some companies and some 
agencies, to jeopardize or end it. 

There are an appreciable number 
of agents today who already have had 
to look around for new company ac- 
commodations for some of their busi- 
ness. There are others who are going 
to have to do this before year end. If 
there is a good deal more company 
portfolio reinsurance available in the 
market today than in the memory of 
insurance men, there is also plenty 
of business for which agents are look- 
ing for accommodation. As one agent 
put it who has purchased agencies 
from time to time over the years: “I 
used to reduce the number of compa- 
nies in the agency I was purchasing, 
after taking it over, but not anymore. 
I may need these extra connections 
before the end of the year.” 

What evidence is there that the 
agents are sympathetic with the plight 
of the companies? One item is the 
fact that at its regional meetings earli- 
er this fall California Assn. of Insur- 
ance Agents had as one of its two ma- 
jor topics for discussion a review of 
the present problems facing the in- 
surers. The association met with the 
governing committee of Pacific Board 
and offered the cooperation of agents 
and discussed ways in which agents 
could help. 

Probably there is not too much 
agents can do in a positive way to 
help. After all, good risks are burn- 
ing, good drivers are having accidents, 
and there are, in contrast to former 
periods of insurer adversity, only one 
or two lines that aren’t producing ex- 
cessive losses. 

There are, however, specific things 
agents can avoid doing that will help 
—such as not cancelling and rewriting 
to prevent insurers from getting rate 
increases or the effect of the increased 
term multiple. They can, and there 
was some evidence at the convention 
of National Assn. of Insurance Agents 
in Chicago that they were, holding up 
demands for broader coverages and 
other changes which might entail in- 
creased liabilities for the insurers at 
the present time. They can also add 
their influence in a quite positive way 
to help convince the public and state 
supervisory authorities—where that is 
necessary—to approve rate increases. 
There is no longer any question about 
the need for such increases, particu- 
larly in fire and automobile. The ques- 
tion is whether some insurers can last 
till they get them. 

But agents are by no means all 
treating the problems of the compa- 
nies with sympathy, especially where 
it costs them something to do so. In 
one state, where there is admittedly a 
speeial legislative problem involved, 
the reduction from $3 to $2 for the 


uninsured motorist endorsement when 
it became mandatory drew public dis- 
approval of agents because it was not 
enough of a reduction. Elsewhere some 
agents have continued to follow the 
anti-company line and to express crit- 
icism with animus toward companies 
or company groups for not doing what 
the agents want them to do, mostly 
in way of broadening forms and 
changing rules to make the agent’s 
competitive life an easier one. 

In normal times, the free give and 
take of suggestions, ideas, and criti- 
cism is one of the remarkably demo- 
cratic and invigorating characteristics 
of the agency system of insurance 
distribution. And we are not advocat- 
ing an abandonment of this tradi- 
tional and salutary exercise of free 
spirits exerting influence on each oth- 
er—and even, occasionally, kicking 
each other in the shins. 

But it is only fair to point out that 
the rate of broadening of coverages, 
even today in the midst of all the 
bleeding that insurers are doing, is 
considerably greater than it was 15 
years, or even fewer years, ago. The 
agency companies are more aware of 
competition than they have ever been 
and probably just as conscious of the 
stakes involved competitively as are 
the agents. 

What is needed presently is for 
agents to understand what is going on 
and to appreciate the seriousness of 
the situation with which the compa- 
nies are coping. After all, the agents 
will, in the nature of things, share 
the fortunes of their companies. Agen- 
cy companies are, perhaps, suffering 
more than non-agency insurers. They 
are meeting tough opposition to rate 
increases in several jurisdictions, in 
both fire and automobile. 

We think that most agents do un- 
derstand what is going on and realize 
the importance of it, country over. 
Even so, it might be refreshing and 
a stimulant to the free partnership 
between agents and companies if more 
associations put the company side of 
the story on their programs this fall— 


PERSONALS 


Charles Howard Ingram, born Sept. 
4 at Evanston hospital, Evanston, IIl., 
is the newest member of the well 
known Ingram family which has a 
long and notable insurance background. 
C. H. Ingram is the son of John D. 
Ingram and Mrs. Ingram. J. D. In- 
gram is a broker with his father, 
Dwight Ingram at Chicago, and has 
just qualified for CLU. Dwight In- 
gram has been in the business for 38 
years and is general agent of Equitable 
of Iowa in addition to running a gen- 
eral business. He is the author of The 
National Underwriter Company’s cor- 
respondence course on property insur- 
ance. The great uncle of Charles H. 
Ingram was the late Carl E. Ingram, 
who was secretary of Great American, 
and the great grandfather was the late 
John C. Ingram, western manager of 











Great American. The great great 
grandfather was William Ingram, a 
local agent at Logansport, Ind. 


Joseph Thomp- 
son, who has been 
appointed to the 
newly created post 
of resident agency 
vice-president of 
Travelers in Cana- 
da, has been with 
the company since 
1932. He was 
named assistant 
superintendent of 
agencies in 1945 
and superintendent 
of agencies in 1946. 
He has supervised production in Cana- 
da for several years. In his new posi- 
tion, he will supervise production of 
all lines, except group, which Travelers 
writes in Canada. 





Joseph Thompson 


Hendon Chubb, who has retired as 
an active partner in Chubb & Son, is 
traveling in Europe. He left New York 
aboard the liner Independence last 


DEATHS 


EDWIN A. LEMKE, 49, chief of the 
indemnity section of Atomic Energy 
Commission, commercial development 
branch, died of a cerebral hemorrhage 
in Washington, D.C. He had been with 
AEC since 1951. 


ARTHUR KLEIN, 68, local agent 
of LaCrosse, Wis., died of a broken 
hip suffered in a fall at his home. He 
had been in insurance for 52 years. 


WILLIAM R. ZIMMERMAN, 
agent of Toledo, O., died. 


HENRY R. WEISELS, 82, who had 
been in the insurance business in St. 
Louis, Mo. for 63 years, died of a heart 
ailment. For the past 31 years he had 
operated his own local agency. 


GEORGE FOWLIE, 91, retired agent 
of White Sulphur Springs, Mont., 
died at Billings. 


HERBERT E. DOERING, 56, special 
agent of American at New Ulm, Minn., 
died. He had been in the southern 
Minnesota field for 34 years. 


ROBERT L. LONG, local agent of 
Tupelo, Miss., died. 


JOHN E. BOYD SR., 69, Houston 
agent, died after an extended illness. 


RALPH M. DARK, 57, a partner in 
the McDowell agency of Marion, N.C., 
died in Morganton, N.C. Prior to en- 
tering agency work, he was a special 
agent of North Carolina Fire Insur- 
ance Rating Bureau in Asheville. He 
formerly was a director of North Caro- 
lina Assn. of Insurance Agents. 


JAMES M. ORANGE, 69, manager 
of W. A. Morris local agency of Daw- 
son Springs, Ky., died. 


M. L. PITTMAN SR., 66, who re- 
tired last year end as chief marine 
surveyor of Atlantic Mutual, died in 
Seuth Side hospital, Bay Shore, LIL 











49, 








Municipal Names Kluver 


Municipal of Chicago has appoint- — 


ed Howard H. Kluver director of re- 
search and development of Municipal 
Insurance Enterprises, an associated 
company. He has been secretary of 
Central Standard Indemnity _ since 
1955 and will assist in casualty ex- 
pansion of Municipal in his new as- 
signment. 
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Elect Chalmers Head 
Of Me. Agents Assn. 


Maine Assn. of Insurance Agents, at 
the annual meeting in Rockland, elect- 
ed Herbert W. Chalmers of Bridgton, 
president. He succeeds Edward R. 
Ladd of Rockland, who has served 
two consecutive terms as_ president, 
and who was named state national 
director. 

Willaim E. Dennett of Kittery, Lloyd 
M. Anderson of Saco, and Frederick 
E. Drake of Bath, were named vice- 
presidents. Ralph L. Young, Portland, 
was reelected treasurer, and George 
F. McFarland, Portland, was continued 
as executive secretary. David W. Har- 
ding, Bar Harbor, was named execu- 
tive committee chairman. 

Commissioner Mahoney of _ the 
Maine department was among those 
who addressed the meeting. He said 
that increasing competition in the 
business in Maine is resulting in more 
complaints about bad practices to his 
department by agents. He said, how- 
ever, that less than a dozen agents 
are causing most of the trouble, and 
that he will deal with the offenders 
promptly. 





$58 Million In W. Coast Bonds 

Publie utility district +1, Chelan 
county, Wash., has awarded a $52,- 
413,078 contract to joint bidders L. E. 
Dixon Co., American Pipe & Con- 
struction Co., Hunkin-Conkey Co., and 
Guy F. Atkinson Co., San Gabriel, 
Cal., for final stage construction of 
Rocky Road hydro-electric power plant 
in Chelan county. Fidelity & Deposit 
Co. is surety. 

Atomic Energy Commission has 
awarded contract to Howard S. Wright 
Construction Co., S. Birch & Sons Con- 
struction Co., and D. L. Cheney of Se- 


attle, at a price of $6,044,695 for con- 
struction of buildings, utilities and 
facilities at the national reactor test- 
ing station at Idaho Falls, Ida. Trav- 
elers Indemnity is surety for Birch 
and Cheney and General of Seattle is 
surety for Wright. 


Battles, Perlet To Head 
Montana Agents Card 
In Missoula Sept. 26-28 


Robert E. Battles of Los Angeles, 
immediate past president of National 
Assn. of Insurance Agents, and H. F. 
Perlet, general manager of Multi-Peril 
Insurance Conference, will be the fea- 
tured speakers at Montana Assn. of 
Insurance Agents’ annual convention 
in Missoula Sept. 26-28. 

Registration and a dinner for past 
presidents of the state association will 
occupy the first convention day Sept. 
26. Messrs. Battles and Perlet will 
speak during the morning session 
Sept. 27 and a business meeting will 
be held during the afternoon. 

A panel discussion of homeowners 
and the comprehensive dwelling pol- 
icy will be presented on the morning 
of Sept. 28. Panel members are Jack 
Walthew, Royal-Globe group, and 
Robert Bell, special agent of Hartford 
Fire. Gerald V. Ball, assistant man- 
ager of Pacific Board, will act as mod- 
erator. 








American Mutual Liability has 
elected R. Earl Roberson vice-presi- 
dent, and Roger Crafts and Chester 
W. Higgins assistant vice-presidents. 
Mr. Roberson is southern division 
manager at Atlanta, Mr. Crafts is 
with the home office staff operations 
department, and Mr. Higgins is per- 
sonnel director. 
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call upon the skill and experience of your 
hometown agent. His valuable knowledge of 
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Fire Safety Has Early 
Session At Convention 


The fire safety and civil defense 
committee of National Assn. of Insur- 
ance Agents, of which Simpson Stoner, 
Greencastle, Ind., is chairman, held a 
meeting Sunday afternoon which at- 
tracted 26 state association chairmen 
and other interested agents. H. F. Le- 
Crenier, Jr., West Palm Beach, de- 
scribed the Florida association plan 
and James Hawk, Peoria, talked on 
the public relations aspects. F. W. Wes- 





tervelt, Jr., New York, public relations 
manager of National Board, described 
the present program of his organiza- 
tion, and there was considerable open 
discussion after each talk. 





Gerber To Review Year 
In Union League Club Talk 


Director Joseph Gerber of Illinois 
will address the fall luncheon meet- 
ing of the Insurance Group of Union 
League Club of Chicago Sept. 23. His 
subject will be “My First Year As Di- 
rector.” 


41,000 MILES 10 GO... 


WITH CONTRACT BONDS NEEDED 
EVERY INCH OF THE WAY 


Within the next 13 years, 41,000 miles of new 
roads will be built under the Federal Highway pro- 
gram alone. Practically every type of contractor 
employed on this vast project must furnish Contract 
Bonds. In addition, the new roads mean re-location 
of industry—new shopping centers—new schools— 
motels—restaurants. THE chance-of-a-lifetime for 


bond agents! 


Let American Cas- 
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Landis Tells How Law Impinges On Agency 


(CONTINUED FROM PAGE 9) 





surance. We think this duty is implicit 
in the nature of the service rendered 
by such brokers.” Anderson vs Taylor, 
Nov. 20, 1956, 8 (F&CC) 1107. 

No “broker” was involved, Mr. Lan- 
dis commented. No legal duty rests 
upon an agent to renew a policy nor 
to notify insured of the termination 
of insurance. If such were the law an 
almost insuperable difficulty would be 
imposed upon the business generally. 
It is difficult to understand how the 
presiding justice who wrote the opin- 
ion in this case would have been so 
misinformed, both as to the law and 
the practice of insurance. 

A Louisiana appeals court said: “We 
fee] (sic) that the custom in the trade 
is for the insurance agency to auto- 
matically renew their (sic) policy and 
send same to their assured. This prac- 
tice, while it does benefit the busi- 
ness of the agencies, is a great value 
to the assureds, as otherwise they 
might delay or fail to take action to 
have their policy renewed, while, in 
fact, they would have full intention of 
maintaining their insurance in full 
force and effect. We, therefore, feel 
(sic) that it was incumbent upon the 
individual (insured) to immediately 
return the policy for cancellation if 
he was not satisfied. Failure to do so 
rendered him liable for the earned 
premium for the period during which 
the policy was in force.” Fisk vs Rowe, 
Nov. 26, 1956, 8 (F&CC) 1115. 

Not only does the English used by 
the justice in this case. leave some- 
thing to be desired but when he con- 
fesses to basing his decision upon emo- 
tion (‘feel’) rather than reason and 
logic, even something more seems to 
be desired, Mr. Landis said. 

When is an agent of a company an 
agent of a policyholder? Mere atten- 
tion to the needs of a customer (keep- 
ing his auto liability covered) does 
not make a business man the agent of 
a customer. The relation may lack 
nearly all the familiar essentials of a 
real agency: (1) A hiring by a prin- 
cipal, (2) a right to discharge the 
agent, (3) payment by the principal 
of compensation, (4) supervising pow- 
er in principal over the manner in 
which agent performs his duties. Gen- 
eral Accident vs Browne, seventh U.S. 
court of appeals, Dec. 15, 1954, 7 Auto 
Cases (2d) 1329. 


The status between the agent and 
company is not that of debtor-creditor 
but funds collected for premiums are 
a trust fund. When a company repre- 
sented by the agent is in danger of 
becoming insolvent, the agent cannot 
cancel wholesale, withhold unremit- 
ted premiums and apply them to the 
purchase of substitute coverage. No 
principle is stronger in law than that 
forbidding an agent to take an unfair 
personal advantage of the opportu- 
nities of his position in the use of 
things entrusted to him as a fiduciary. 
Bohlinger vs Ward & Co., March 24, 
1955, 113 A. (2d) 38. 

Agent’s knowledge of vacancy of 
premises and his oral representations 
to insured that they are covered does 
not estop the company from asserting 
the breach of condition, nor does re- 
ceipt of premium by the agent with 
knowledge that the premises were va- 
cant more than 60 days, and retention 
of the premium by the company, estop 
it from its defense that the provisions 
of the policy had not been waived in 
writing by it. Fire & Casualty of Con- 
necticut vs Fields, Georgia supreme 
court, Jan. 15, 1957, 9 (F&CC) 26. 

The legal problems involved in 


waiver and estoppel are so many, Mr, 
Landis said, he did not deal with them 
in detail in his Dallas paper. 

In the absence of proof of authority 
to countermand a notice of cancella- 
tion, insured had better disregard an! 
agent’s statement to forget about the 
notices. Williams vs Republic, 286 App. 
Div. 876, 141 N.Y. Sup. (2d) 870, June 
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20, 1955. 
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not reinstate a policy. Travelers In- 
demnity vs Martinez, 140 N.Y. Sup. 
(2d) 791, April 4, 1955. 

The filing of a certificate of agency 
termination with the Tennessee in- 
surance department, as required by 
statute, was not constructive notice 
to a policyholder who paid a second 
installment on an annual renewal pol- 
icy to an agent whose contract with 
the company had been terminated. In 
the absence of some statute providing 
for constructive notice to the general 
public—actual notice must be given 
if liability for agent’s acts is to be 
avoided. Tucker vs American Avia- 
tion & General, 278 S.W. (2d) 677, 
April 7, 1955. 

In contrast to fire and casualty, no 
authority to bind marine covers is or- 
dinarily given agents. Usually only the 
underwriter has authority to bind, and 
a state statute, making one who so- 
licits an agent of the company, “does 
not undertake to conclusively fix the 
scope and extent of the authority of 
agents as between the companies and 


' third persons.” Centennial vs Parnell, 


83 So. (2d) 688, Jan. 5, 1956. 
Designation as “producer of record” 
on an assigned risk plan application 
does not make such person the agent 
of the company to which the risk is 
later assigned. Change of car notice 


- to the producer is not notice to the 


company. Iowa National Mutual vs 
Richards, 229 F. (2d) 210, March, 1956. 

Collins owned a department store 
in Spartanburg, S. C. On Feb. 8, 1942, 
he had a fire. The loss was adjusted 
on March 12, 1942, at $23,187. Early 
on Feb. 13, 1942, before adjustment 
on the first fire loss, a second fire 
occurred. This suit grew out of the 
second fire. After the first loss Collins 
tried through several agents to get 
insurance but failed. Finally at 11 p.m. 
Feb. 12, 1942, he telephoned John C. 
Brodie, an agent, and asked for $10,- 
000 of coverage on stock and fixtures 
and $7,000 on the building. He knew 
the Brodie agency represented several 
mutual companies and he told Brodie 
he preferred the company paying the 
largest dividends, to which Brodie re- 
plied he would take care of the insur- 
ance and that Collins “was covered 
from that moment.” No particular com- 
pany was mentioned and Collins ad- 
mitted that Brodie said he was “cov- 
ered by him as agent.’”’ When no one ap- 
peared to settle his second loss, Brodie 
sued the agency and two mutuals repre- 
sented by him for conspiracy to con- 
ceal from him the facts as to which 
company had bound the risks. The 
court held the evidence wholly insuffi- 
cient to sustain the conspiracy. Collins 
vs Merrimac Mutual, S.C. supreme 
court, March 28, 1947, 6 (F&CC) 335. 

The law makes a distinction between 
oral contracts of insurance and oral 
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contracts for insurance. 

An oral contract of insurance re- 
quires six elements: Definite subject 
matter, definite hazards insured 
against, duration of coverage, amount 
of insurance, rate of premium and 
identity of parties. 

A contract for insurance is, in ef- 
fect, a contract to procure insurance, 
and the terms of the agreement “to 
procure” will govern the rights and 
liabilities of the parties. 

When Sidney Gandelman, a Los An- 
geles furniture man, needed additional 


protection under a reporting form for 
new stock he had just purchased, he 
telephoned Agent Oelsner for it. All 
Oelsner said in this telephone con- 
versation was: “Okay, Sidney, you are 
covered.” Gandelman failed to recover 
the $42,000 of loss above the insurance 
in force because the court held: 

“An agent of an insurance company 
has no authority to insure property al- 
ready destroyed and a policy written 
and intended as a substitute for a sub- 
sisting policy in another company but 
not delivered, and of which the in- 


sured has no knowledge until after the 
property is destroyed by fire, is not a 
valid contract of insurance.” Also, be- 
cause the short telephone conversation 
between the agent. and Gandelman 
did not constitute an oral contract of 
insurance. Gandelman vs Mercantile, 
187 F. (2d) 654, March 12, 1951. 

When the plaintiff employed its bro- 
ker to obtain “all risk” insurance on a 
truck crane and when the policy ob- 
tained was not “all risk” and did not 
provide for upset or overturn, the 


(CONTINUED ON PAGE 33) 











How extra service after fires 
helped increase agency business 


Demonstrated service is the big factor in building an 
agency, according to Arnold M. Cohn who has built a suc- 
cessful insurance agency in Great Neck, N. Y. After a fire 
loss the insured is confused and highly emotional. If, among 
other things, the agent has knowledge of a service which 
will remove the odor of the fire, the impact on the insured 
is tremendous. Airkem, Inc., has been providing such a 
service to the fire insurance industry for many years. 

Here are Mr. Cohn’s experiences with a smoke-saturated 
novelty paper goods store filled with holiday merchandise: 

“Before the fire engines had left the scene, I made arrange- 
ments with the insuring companies to call the local office 
of the Airkem Smoke Odor Service. The fire occurred so 
late that there was little that could be done that day, but 
the following morning at 7:00 A. M., the Airkem Smoke 
Odor Representative was on the job and so was I. 

“By afternoon, my insured was delighted to find that the 
Airkem Smoke Odor Service had removed all traces of smoke 
odor. A potential $10,000 loss was 
settled in six days for less than $2,000 


$.0.S. Emergency Odor 
Removal Service 





because the odor was removed at once. There was no inter- 
ruption in the insured’s business operations.” 


This demonstration of good service resulted in new ac- 
counts, considerable local publicity and increased confidence 
on the part of prospects in the agency’s ability to handle 
their business. 

Three hundred Airkem Smoke Odor Service Representa- 
tives throughout the U. S. and Canada make this service 
easy to provide. For more information fill out and mail in 
this coupon. 


AIRKEM, INC., 241 East 44th Street, New York 17, New York 


Please send me information on how Airkem Smoke Odor Service 
can assist me. 
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A&S 


Continental Casualty 
Testing Old Age A&S 
Group Plan In lowa 


Continental Casualty is testing a hos- 
pital-surgical policy in Iowa for per- 
sons over 65. Based on the group the- 
ory, the non-cancellable policy re- 
quires no medical examination, but 
all applications must be in by Sept. 
20. Premium is $6 per month regard- 
less of age. 

Newspaper display advertising is be- 
ing used to solicit applicants. 








Sen. Townsend Says 
Confidence Men 
Found In A&S Field 


The schemes of confidence men for 
extracting money from the public “find 
close parallel] among some companies 
and agents” in the hospitalization in- 
surance field, state Senator J. Russell 
Townsend Jr., chairman of the Indiana 
legislative committee investigating 
A&S in Indiana told members of the 
Indianapolis A&H Assn. at its opening 
fall luncheon, Sept. 9. 

“In the field of hospitalization in- 
surance, we have come full cycle from 
the legal principle of uberrimae fidei 
to caveat emptor,” he charged. “The 
entire insurance industry in all its 
branches is damaged by the bad prac- 
tices in the hospitalization field. Any 
insurance agent knows how gun-shy 
prospects have become as a result of 
the charletans and ‘easy-money’ boys 
who have infested the field. To some 
extent, this business has become the 
happy hunting ground of hucksters 
whose ethics have no scruples, no 
morals, and no quarter for the un- 
wary.” 

Sen. Townsend designated three fac- 
tors as causing the hospitalization field 
to “come under a cloud” and be sub- 
ject to investigation in various states: 

1. “Agents, agents’ associations, and 
companies have not been aggressive in 
fighting improper practices. Where, for 
example, are association or industry- 
sponsored advertisements educating 
the public to policy provisions and 
claim practices?” 

2. “We have not given our state in- 
surance departments the complete leg- 
islation, finances, and industry support 
to properly regulate the business. 
Neither agents nor companies present 
a clear story to the legislators, and 
thus confusion continues.” 

3. “Law enforcement agencies have 
not always done their duty. Recently 
I had a very informative conference 
in the Federal Trade Commission in 
Washington and discussed the prob- 
lems of the field with legal counsel 
who have shaped the prosecutions of 
mail order companies and those alleged 
to use misleading advertising. The 
opinion in those quarters was the prob- 
lem largely is a state one and state 
insurance and law-enforcement offi- 
cials should do their duty.” 


Hartford Accident Has 
Student Group A&S Plans 


Hartford Accident has _ instituted 
new group A&S plans for students. 
They can be written to insure groups 
of 50 or more enrolled in colleges, 
universities, preparatory, technical, 
business and_ professional _ schools. 
Coverage is available for accident 
medical expenses alone, or A&S. 

Under the accident coverage, bene- 





fits are provided toward hospital, 
nursing and related expenses incurred 
as a result of each separate accident, 
up to a specified maximum benefit 
ranging from $250 to $2,000. Payment 
of bencfits is not conditioned on hos- 
pital confinement, and policies may 
be issued as first-dollar cover or with 
an initial deductible. All sports ex- 
cept varsity lacrosse, ice hockey, 
football and soccer are covered under 
*he accident benefits, but participa- 
tion in one or more of the four may be 
included for an additional premium. 


Mutual Benefit H.GA. 


Makes Five Promotions 


Mutual Benefit H.&A. has made five 
promotions in the group department. 

Thomas Baldwin has been promoted 
to manager of the district group office 
at New York City. He joined the com- 
pany in 1950 and has been sales man- 
ager at the home office since 1954. 

W. F. Nicholson has been appointed 
eastern sales manager. He has been 
regional sales manager in the eastern 
territory for two years. 

Thomas P. Coyle has been advanced 
to western sales manager. He joined 
the company in 1949 as an A&S under- 
writer and was named chief group 
underwriter in 1954. 

Melvin Engler has been appointed to 
succeed Mr. Coyle as chief underwrit- 
er. He joined Mutual of Omaha in 1954 
and has been assistant chief under- 
writer. 

Leroy Bouraue. who has been in the 
group department, will succeed Mr. 
Engler as assistant chief underwriter. 


T. C. MacLeod Named 
By Mutual Benefit H.&A. 


Mutual Benefit H.&A. has appointed 
Theron C. MacLeod general agent at 
Jacksonville, Fla., to succeed N. S. 
Lyon, who is retiring. Mr. MacLeod 
joined the company in 1950 at Los 
Angeles, and has since served in var- 
ious assignments in Hawaii and the 
home office. He has been assistant 
general manager at Honolulu since last 
year. 








Hearing has been set for Sept. 17 
at Canton at which the Ohio depart- 
ment will hear an application of Hos- 
pital Service (Blue Cross) to increase 


FELD 


Springfield F.4M. Makes 
Three Field Changes 


Springfield F.&M. has _ transferred 
State Agent Charles J. Massaro from 
Minneapolis to Rockford, IIl., has 
transferred State Agent Ralph T. War- 
ner from Des Moines to Milwaukee, 
and has transferred Special Agent 
Melvin E. Timmons from Grand 
Rapids, Mich., to Minneapolis. Mr. 
Massaro will handle the northern part 
of Illinois in his new assignment. Mr. 
Warner replaces James H. Isings, who 
has resigned to enter a local agency. 
Mr. Timmons will handle the northern 
half of Minnesota. 














Ohio Farmers Appoints 
Menestrina To Ind. Field 


Ohio farmers group has appointed 
Donald Menestrina farm special agent 
in Indiana, with headquarters at In- 
dianapolis. He has been in the insur- 
ance department of Citizens bank of 
Anderson, Ind. 





Pacific National Names 
Gibbs, Sawicki To Feld 


Pacific National has appointed War- 
ren K. Gibbs state agent in Kansas 
and Oklahoma and has named Rich- 
ard M. Sawicki special agent in Mich- 


igan. Mr. Gibbs will maintain head- 
quarters in Wichita. Mr. Sawicki 
joined the company in 1949 and has 
wong the divisional office at Sko- 
ie, Il. 





Glens Falls Appoints 


Barrows Special Agent 


Glens Falls has appointed Edwin D. 
Barrows Jr. special agent at Dallas. 
He has been special agent in Denver, 
and has just completed a multiple 
line refresher course at the home of- 
fice. Before joining Glens Falls, he 
was with Mountain States Inspection 
Bureau at Denver. 





Central Mutual Names Two 


In Toronto, Ontario Fields 


Central Mutual has appointed Ar- 
thur Whitfield and Gary G. Crawford 
special agents in Toronto and eastern 
Ontario. Both men have been under- 
writers at Toronto. 





Rockefeller Is Special 


Agent Of Camden Fire 


Camden Fire has appointed Carl W. 
Rockefeller special agent in western 
Ohio. He has spent the greater part of 
his insurance career in the field there 
and will have his headquarters with 
State Agent Alfred S. Snow at 64 East 
Broad street, Columbus. 





Hastings Joins National 
Fire In Kentucky Field 


National of Hartford group has ap- 
pointed Charles E. Hastings state 
agent in Kentucky with headquarters 
at Louisville. He has been state agent 
in Kentucky and Tennessee since 
1953 for London Assurance, and oper- 
ated a local agency in Paris, Tenn., 
from 1946 to 1950. 





Appoint Lauer Special 
Agent Of North British 


North British has appointed Richard 
T. Lauer special agent in western 
Kansas. He will be associated with 
State Agent William H. Noble, in head- 
quarters at Wichita. He recently com- 
pleted a multiple line training course 
in Kansas City and New York. 


Jacksonville, Fla., GA 
Names Walter N. Gibson 


Higginbotham Co., general agency 
of Jacksonville, Fla., has appointed 
Walter N. Gibson special agent with 
headquarters in Tampa. He has been 
special agent in Georgia for National 
Union since 1952. 








Great American Appoints 
Special Agent In Conn. 


Great American has appointed Mil- 
lard F. Thatcher special agent in Con- 
necticut succeeding the late Walter E. 
Schiller. He will make his headquar- 
ters at Hartford. He was previously 
a special agent of Crum & Forster in 
Connecticut. 





Central Mutual Promotes 
Mitchell To Cal. Field 


Edwin F. Mitchell has been appoint- 
ed by Central Mutual of Van Wert, O., 
as special agent in southern California 
with headquarters at Los Angeles. He 
has been an engineer at Los Angeles, 
since joining Central Mutual in 1956. 





Abington Mutual Appoints Morgan 

Abington Mutual Fire has appoint- 
ed Harold R. Morgan Jr. special agent 
in southern New England. Formerly a 
special agent of Central Mutual in 
Connecticut, he has most recently been 
engaged in agency work in Whitins- 
ville, Mass. 


FTC Hears Arguments In 
Mutual Benefit H.4&A. 
A&S Advertising Case 


WASHINGTON—Federal Trade 
Commission has heard oral arguments 
on the appeal of Mutual Benefit H.&A. 
from the initial decision of FTC ex- 
aminer Lipscomb on the FTC com- 


plaint charging the company with false | 


and misleading A&S advertising. The 
case was then taken under advisement. 

The company’s case was presented 
by James T. Welch, Washington trial 
lawyer; Lawrence Thorngren, company 


counsel, and James Barrett, assistant / 


vice-president. 

Mr. Welch bore down on the juris- 
dictional issue, contending the com. 
pany is subject to state regulation and 
FTC cannot regulate its advertising. 
He cited the fact the U.S. circuit courts 
cannot regulate its advertising. The 
fact that U.S. circuit courts had re- 





versed the commission in the Ameri- | 


can Hospital & Life and National Cas- 
ualty cases. 


Ross D. Young, FTC attorney sup- | 


porting the complaint, in his argument 


that the commission should uphold | 
Examiner Lipscomb’s decision, relied | 


largely upon the commission’s deci- 


sions and orders in those two cases, _ 


He said the commission has jurisdic- 
tion in these cases, which have just 
been appealed by Department of Jus. 
tice to the U.S. Supreme Court in pe- 
titions for certiorari writs to allow re- 
view of the circuit court decisions. 


eee IR TH TL 


Mr. Thorngren argued that testi- | 


mony of commission witnesses, who 
said they were misled by company 
advertising and bought A&S policies, 
failed to prove the FTC charges against 
the company. 

Mr. Barrett exhibited several charts 
which he said showed that the com- 
pany has cooperated with the com- 
mission in the matter of advertising 
since 1949. 


Dorsett Selected For 
Gold Medal Award 


J. Dewey Dorsett, general manager 
of Assn. of Casualty & Surety Compa- 
nies and general - 
manager of Nu- 
clear Energy Lia- 
bility Insurance 
Assn., has been 
selected as the 
1957 winner of 
the gold medal 
award of General 
Insurance Brok- 
ers Assn. of New 
York. The award 
committee con- 
sists of past med- 
al winners and is 
headed by J. Victor Herd, chairman 
and president of America Fore group. 
The award is for the most meritorious 
service to the insurance industry dur- 
ing the past year. 

The award will be presented at the 
association’s annual dinner Oct. 23. 

Mr. Dorsett, general manager of 
Assn. of Casualty & Surety Companies 
since 1944, is a member of the North 
Carolina bar and former chairman of 
North Carolina industrial commission. 
He joined the association in 1939 as 
manager of the casualty department. 
He is secretary-treasurer of National 
Assn. of Casualty & Surety Execu- 
tives, a trustee of Industrial Hygiene 
Foundation of America, and was 4 
trustee of National Safety Council. 


J. Dewey Dorsett 





Allstate has appointed John F. Shin 
product research manager at the home 
office. He has been with Continental 
Casualty. 
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Swett & Crawford 
Buys MacGibney-Grupe, 
Chicago General Agent 


Swett & Crawford general agency 
and insurance management firm of 
Los Angeles, has purchased MacGib- 
eney-Grupe Inc. general agency o1 
Chicago. Name of the combined oper- 
ation will be Swett & Crawford Inc. 
of Illinols. 

J. R. Mulder, formerly of Midwest 
Underwriters of Cleveland, has been 
named vice-president and manager of 
the mew _ organization. No _ other 
changes in personnel of the MacGib- 
eny-Grupe firm are to be made. 





Seven Provinces Of 
Holland Buys Control 
Of Holland-America 


Seven Provinces Ins. Co. of The 
Hague, Holland, has purchased 50% 
interest in Oppenheimer Associated 
Underwriters Inc. of Kansas City, the 
management firm for Holland-Amer- 
ica of Kansas City and for Seven 
Provinces’ U. S. operation, from Op- 
penheimer Bros. Inc. agency of Kan- 
sas City. 

Robert H. Oppenheimer, who has 
been president of both Holland-Amer- 
ica and of the management organiza- 
tion, has resigned, and D. Quint, chair- 
man of both companies, is assuming 
the presidency until a successor to 
Mr. Oppenheimer can be named. 

The transaction was completed due 
to misunderstandings which had 
arisen both among the general public 
and the other companies which the 
agency represents as to the nature of 
the agency’s relations with Holland- 
America. In order to clear up the pic- 
ture and to relieve the agency from an 
ambiguous production position, Seven 
Provinces’ offer was accepted, Mr. Op- 
penheimer said. 





N. Y. Accident Reporting 
Laws Take Effect Oct. 1 


Two new laws covering motor ve- 
hicle accident reporting in New York 
state will take effect Oct. 1. The first 
provides that only property damage 
accidents resulting in damage of more 
than $100 to the property of any one 
person need be reported to the state 
bureau of motor vehicles. The limit 
has been $50. The second stipulates 
that all reports of accidents must be 
filed with the bureau in duplicate. 

Effective simultaneously with the 
new laws is a new simplified, stream- 
lined accident report which is to be 
used for all accidents of Oct. 1 and 
thereafter. Commissioner Kelly of the 
bureau said that all motor vehicle ac- 
cidents involving death or peronsal 
injury must be reported under the 
new law, as under the old. 

Insurers are asked to request the 
hew reporting forms from the bureau 
of motor vehicles offices at 504 Cen- 
tral avenue, Albany. 
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Names UJF Board In Md.: 
Charge Agents Use 
FR To Force Collection 


Gov. McKeldin of Maryland has ap- 
pointed the six-member board which 
will administer the state’s new un- 
satisfied claim and judgment fund 
law. The fund is basically similar to 
that in effect in New Jersey. 

Board members are Insurance Com- 
missioner Jackson, Motor Vehicle Com- 
missioner Monroe, and four insurer 
company representatives—Carlton S. 
Hardwich, executive assistant to the 
vice-president of U.S.F.&G.; H. W. 
Reeder, vice-president in charge of 
claims of Nationwide; C. Harold Whit- 
tum, assistant vice-president and di- 
vision claims manager of Liberty 
Mutual, and Warren Nigh, vice-presi- 
dent of Government Employees. 

A member of the Maryland legisla- 
tive council’s motor vehicle committee 
has charged that some agencies are 
using the motor vehicle department 
“as a collection agency” for auto li- 
ability coverage. William F. Burkley, 
local agent of Cecil, the committee 
member, said the practice is swamp- 
ing the motor vehicle department with 
policy cancellations at the rate of 
1,000 a day. 

It works this way: When a licensed 
driver has an accident that is reported 
to the department, and has not filed 
proof within 90 days that he is in- 
sured or otherwise financially re- 
sponsible, the department suspends his 
license until proof is filed. When the 
driver learns of department suspen- 
sion, an agency offers to file the re- 
quired FR proof within a matter of 
minutes, so the license will not be 
suspended. The driver is sold an an- 
nual policy on the installment pay- 
ment plan. After that, the driver can 
keep his license only as long as the 
insurance stays in effect. The insurer 
gets paid, but only after a large 
amount of paper work by the depart- 
ment, which has received as many as 
7,000 cancellations in a single day. 


AEC Requires $150,000 
Cover Per 1,000 KW 


WASHINGTON—Atomic Energy 
Commission has issued temporary reg- 
ulation, effective Sept. 26, giving ef- 
fect to the atomic indemnity law. The 
temporary regulation will provide pro- 
tection while a permanent regulation 
is prepared, issued for public comment, 
and re-issued as an effective regula- 
tion. 

The temporary regulation requires 
$150,000 of insurance per 1,000 kilo- 
watts of thermal energy to be held 
by operators of private reactors. Pri- 
vate insurance up to $60 million per 
single atomic project now is available. 
The government will indemnify a re- 
actor up to $500 million for any one 
accident against claims which exceed 
the amount of financial protection al- 
ready purchased in the private mar- 
ket. 
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Agents Get ‘Full Load’ At NAIA Workshop 
On Advertising; All Phases Fully Aired 


By ROBERT C. DAUER 


Although the next-to-closing session 
of National Assn. of Insurance Agents 
annual meeting at Chicago on the pro- 
posed’ $2 million NAIA advertising 
venture was billed on the program as a 
“workshop,” it proved to be more a 
prolonged “selling” job of the ambi- 
tious and already much-heralded cam- 


paign, as an impressive array of speak- 
ers fully discussed all of its many fac- 
ets. 

F. E. Schaffer and Neill Tonks of 
Doremus & Co., the New York adver- 
tising agency responsible for the exe- 
cution of the campaign, presented the 
program, using slides and motion pic- 
tures to point up its features. Mr. 
Schaffer prefaced the actual presenta- 


tion with a few remarks on methods 
by which agents can use national ad- 
vertising to foster their local advertis- 
ing. He pointed out that national ad- 
vertising will not serve as a substitute 
for the selling efforts of individual 
agents, that while “big” nationwide 
advertising will help pre-sell potential 
customers, the agent himself must 
make the final sales effort. 

Alan H. Miller of Hackensack, N.J., 
chairman of the advertising committee, 
who moderated the session, indicated 
in introducing Mr. Schaffer, that the 
NAIA ad program—even though this 





VEBSTER'S 

~NEW 

“OLLEGIAT! 
NCTIONAR\ 


MERRI/ 


~ 











BITUMINOUS 





BITUMINOUS 


Specialists in Workmen’s Compensation and Liability Lines 


: | i" 
spe’ cial-ist (-ist), 7. 


One who devotes himself to some special branch of 
activity in his business, profession, studies, etc. 


We have devoted ourselves to workmen’s compensa- 
tion and related liability lines. That’s why we can 
help you in handling these big premium risks. To get 
them and hold them you want a carrier with (1) an 
open-minded underwriting attitude; (2) a record 
for fast, fair-and-square loss adjustments; (3) rock- 
strong financial structure, and (4) safety engineer- 
ing services that keep losses at a minimum and rates 
in line. That’s Bituminous. We’re proving our stand 
as specialists by serving more and more sizable 
employers in all types of industry. Get set with 


Bituminous and get your share. 


CASUALTY CORPORATION 


FIRE AND MARINE 
ROCK ISLAND, ILLINOIS 


INSURANCE COMPANY 








year’s $2 million goal has not been 
reached and the target date for launch- 
ing the campaign has been postponed 
to year-end—is definitely not a “one- 
shot” thing. He urged all members to 
consider its cost a regular part of their 
budgets in years to come; as much a 
part of overhead as salaries, utilities 
and so on. There was no hint from Mr. 
Miller that this year’s goal would not 
be reached! 

Mr. Schaffer, too, exuded confidence 
over the ability of the program to “go” 
as, following his outline of its details, 
he introduced a series of star witnesses 
for the media to be used. 

George Wallace, director of mer- 
chandising for Reader’s Digest, de- 
scribed the importance of magazine ad- 
vertising and how agents can make 
use of tie-in material at the local level. 

Murray Heilweil, NBC-TV merchan- 
dising manager, told the agents that 
the prestige of “Today” and its star, 
Dave Garroway, would establish the 
meaning of the NAIA big “I” seal in 
the public consciousness. 

John H. Bell of This Week magazine, 
John Holzapfel, American Newspaper 
Publishers Assn., and John P. Gormley, 
of Outdoor Advertising Inc., described 
in turn the advantages of Sunday mag- 
azine supplements, general newspaper 
advertising and billboards, and how 
each would add to the weight of the 
campaign. 

Highlighting the workshop were four 
agents who spoke of the effectiveness 
of association advertising in their own 
localities and how they planned to co- 
ordinate future activities with the 
NAIA program. Mr. Miller introduced 
the agents: George W. Haynor, Water- 
bury, Conn., president of the Connec- 
ticut association; Scott Nixon, Augusta, 
Ga.; Joseph L. B. Murray, Jr., state 
national director from Washington, 
D.C., and Henry A. Franz, newly-elect- 
ed president of the New Jersey associ- 
ation. 

Mr. Murray, who spoke first and 
then dashed to another meeting, de- 
scribed how three state associations in 
his part of the country—D. C., Virginia 
and Maryland—had “pre-prepared” for 
the NAIA campaign by “blowing-up” 
the ‘“1’’ seal at the local level. They 
conducted a vigorous telephone cam- 
paign among member agents asking 
these questions: (1) Are you using the 
seal? (2) Do you have it prominently 
displayed? (3) Are you going to par- 
ticipate in the national campaign? (4) 
Have you sent in your check? 

Where there was evidence that an 
agent was lagging in his work of pub- 
licizing the “big I,” two or three other 
agents brought pressure to bear to 
whip the laggard into. line. Mr. Murray 
advocated that every member of the 
NAIA be required to display the seal. 


Mr. Haynor told the audience that 
the Connecticut association has for 10 
years spent over $50,000 a year ona 
continuing ad program built around 
the slogan: “You’re a neighbor, not a 
number, to your hometown insurance 
agent.” The tremendous success of this 
program, he believes, augers well for 
the success of the national ad program. 
Already in Connecticut local board di- 
rectors have had several meetings to 
fuse their members with enthusiasm 
for the coming campaign. 

Mr. Dixon described the famous TV 
program of the Augusta board, begun 
after one direct writing company had 
put a serious dent in the business of 
board members. He felt that the na- 
tional program would fit nicely into 
this TV plan. 

Mr. Franz—after appealing to those 
in attendance to go home and do a 
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selling job on those not in Chicago— 
told how at the New Jersey mid-year 
the badges of members who had al- 
ready sent checks to the ad fund were 
marked with a gold star. After the 
curiosity of everyone was aroused, the 
significance of the stars was explained. 
Then, he said, those without wanted 
to “get off the spot” and those with 
started aggressively selling the cam- 
paign to the have-nots. He urged other 
state groups to try a similar scheme. 


Following the talks, the scheduled 
question and answer session came a 
cropper—there almost weren’t any 
questions, in all only a belated two. 
Howard Coe, Philadelphia, asked how 
soon after the program got under way 
would tie-in material be made avail- 
able and was told it would be provided 
one month before kickoff date. William 
Finke, St. Louis, asked Mr. Nixon if 
the Augusta campaign had spurred 
captive agency companies to greater 
advertising efforts. Mr. Nixon replied 
that Allstate was running one ad every 
day in the sport section of an Atlanta 
paper featuring pictures of five Allstate 
agents. 

Whether the dearth of questions sig- 
nified that the panelists had said all 
there was to be said or the audience 
had been adequately filled in was hard 
to say. Certainly there was not the 
tremendous and spontaneous enthusi- 
asm engendered by the presentation 
of the program at early-summer state 
meetings. 


N.C. WC Rate Increase 
Unopposed At Hearing 


No opposition was voiced to the pro- 
posed 1.6% hike in workmen’s com- 
pensation rates in North Carolina at 
the public hearing held by Commis- 
sioner Gold. 

North Carolina Compensation Rat- 
ing & Inspection Bureau filed for the 
boost, which will produce $271,000 
more WC premiums. Changes in the 
state’s WC laws made by the 1957 
legislature require the increase. Mr. 
Gold has promised an early decision 
on the filing. 





GAB Makes Southern Changes 


General Adjustment Bureau has 
appointed Winfred E. Causey man- 
ager at Savannah, Ga.; John C. Han- 
cock manager at Bristol, Va.; Louis 
F. Lyda manager at Macon, Ga., and 
Luther G. Shelby and Richard G. Nel- 
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son adjusters in charge at Dublin, Ga., 
and Farmville, Va., respectively. 

Mr. Causey was formerly manager 
at Bristol, and succeeds Lewis M. Lit- 
tle, who has left GAB. Mr. Hancock 
has been on the Roanoke, Va., staff. 
Mr. Lyda was manager at Dublin, 
and replaces Elmo Wilkes, who has 
been transferred to Miami. Mr. Shel- 
by formerly was adjuster in charge 
at Farmville, and Mr. Nelson was sen- 
ior adjuster at Dothan, Ala. 





John S. Lavery, head of the under- 
writing department of Inland Mutual 
of Huntington, W. Va., has been elected 
assistant secretary of the company. 


U.S.F.&G. AGENTS 


This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK .. . designed to increase your 
prestige with the insuring public. 











Security Has New D. C. 
Office, Names Pearson, 
Closes At Baltimore 


Security-Connecticut group has 
opened a new branch office for the 
Washington, D. C., area at Silver 
Springs, Md. Concurrent with the 
opening of the new office is the clos- 
ing of the Baltimore branch. 

The Silver Spring branch has com- 
plete multiple line facilities for the 
District of Columbua, Virginia and 
Maryland. 

Craven Pearson has been appointed 
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manager. He formerly was_ special 
agent at Baltimore. He has been with 
Security-Connecticut since 1955 





Bedlow Advanced In HO 
Of Hartford Accident 


Hartford Accident has advanced J. 
Alfred Bedlow to superintendent of 
the home office bond service depart- 
ment. He joined the company 25 years 
ago and has served as underwriter in 
the fidelity department. He also has 
been an instructor at the company’s 
training center. 





Planning a program 
of protection for your 
business or home... 


Select and consult an 
independent insurance 
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Elect Slawsby NAIA V-P; 
Discuss Dues Split 


(CONTINUED FROM PAGE 1) 
Washington the agents, feeling that 
the bureau companies will not include 
UM in the basic policy, have asked 
three nonbureau insurers—General of 
Seattle, United Pacific and Northwest- 
ern Mutual—to do so and announce 
that they are interpreting all out- 
standing policies as having an en- 
dorsement, in an effort to get the bu- 
reau companies to do the same thing. 
The reason for this, he pointed out, is 
that there is an interim legislative 
committee meeting Sept. 28 on com- 
pulsory automobile insurance. The ef- 
fort is to get the UM endorsement in- 
clusion in the auto policy started in 
time to inform the legislative com- 
mittee of the fact. 


On urging by New York, a motion 
was adopted by the board to study the 
dues allocation formula of NAIA be- 
tween now and the next meeting to 
get a more equitable assessment of 
members, state to state, also, a resolu- 
tion was adopted calling on the head- 
quarters staff of NAIA to devise a 
plan before the next convention of 
assigning tables at the banquets. 

Arthur L. Schwab of Staten Island 
presented the dues allocation subject. 
The question, he said, is not one of the 
size of the NAIA budget but only the 
way it presently is allocated. It is im- 
possible ever to attain the fictitious 
standard of membership that the for- 
mula now imposes on the states. For 
example, there are six million persons 
in the New York City boroughs, 
which, under the formula, equals 1,- 
400 agents. There are by actual count 
only 170 agents in the area. 


He said that under the formula 
“debit” states pay 50% more than 
“credit” states, which is a big swing, 


with the implication that service pro- 
vided by NAIA is different to agents 
in different states, or that agents in 
one state are richer than in others. 

Mr. Schwab recommended that the 
maximum credits and debits be re- 
duced from 20 to 15% for the fiscal 
year beginning a year from now, from 
10 to 5% the following year, and that 
they be discontinued altogether the 
following year. This will put dues on 
a proper, equitable basis and will off- 
set the impact on the formula, which 
otherwise will be severe, of the 1960 
census. 


e . 7 


Ralph Callister of Salt Lake said 
that at the time the formula was de- 
vised the committee foresaw the im- 
pact of the 1960 census, and if mem- 
bership were to increase—as it has 
been doing—the impact would amount 
to little or nothing except in Califor- 
nia, Florida and Arizona. He suggested 
more study and testing be given any 
change in order not to do violence to 
the allocation. 

Mr. Schwab said New York said he 
could see no reason for one state pay- 
ing a 50% surcharge for NAIA serv- 
ice. New York spends as much money 
and effort on membership develop- 
ment as any state. 

Several other states indicated sym- 
pathy with the New York position. 
M. Frank McCaffrey of Detroit said 
Michigan is unhappy with the formu- 
la. Joe L. Bandy of Nashville said 
Tennessee feels that in all fairness 
some changes should be made. Inci- 
dentally, he said, the “insuror’ adver- 
tising Tennessee has done has stimu- 
lated membership, and he is certain 
the “Big I” campaign will do the same 
thing. Hayne Glover of Greenville said 
South Carolina would support a study 
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to develop a fairer formula. M. Storey 
Lindsay of Houston said Texas is not 
happy with the dues situation, and 
Valmore Forcier of Danielson said 
Connecticut will go along with the 
New York suggestion. 

Mr. Bandy said that as membership 
increases the problem of banquet table 
distribution at the NAIA conventions 
becomes more irritating. There is a 
great deal of tipping to hold tables, 
state secretaries are judged on their 
ability to get into the banquet hall the 
minute the doors open and hold seats 
for state delegations. He suggested 
states be rotated or assigned. In his 
resolution, which was adopted, he 
suggested a plan that would at least 
accommodate advance registrations. J. 
O. Hatch of Savannah urged the ac- 
tion, though George R. McClure of 
Salt Lake wondered about company 
men; after all, companies support the 
convention and provide the entertain- 
ment. Paul H. Jones of Tucson thought 
it tough to put the responsibility on 
the staff, and Guy W. Engle of Casper 
asked what small states would do that 
can’t fill a table. However, the resolu- 
tion was adopted. 

e 7 * 

Mr. Woodbury, who succeeds Rob- 
ert E. Battles of Los Angeles, started 
as a life agent in 1933, entered the fire 
and casualty agency business in 1939, 
and owns one of the largest agencies 
in North Carolina. He has served as 
secretary of Wilmington Insurance 
Exchange since 1940, is past president 
of North Carolina association, and in 
1951 was awarded the Coghill trophy 
for distinguished service to the state 
association. He has been state nation- 
al director since 1952. He was chair- 
man of Southern Agents Conference, 
and went on the NAIA executive 
committee in 1952. 

Mr. Slawsby has been an agent 
since 1935, is past president of the 
New Hampshire association, and was 
chairman of the NAIA property com- 
mittee 1953-54. He went on the NAIA 
executive committee in 1954. He is 
past president of Nashua Chamber of 
Commerce and of Nashua Fire.& Cas- 
ualty Assn. 

The convention wound up with a 
banquet at which Continental-Nation- 
al group provided a more than usually 
successful program of entertainment. 
Roy Tuchbreiter, chairman of the 
group, was at the head table. Conti- 
nental-National also made a hit with 
the artists it had at its headquarters 
during the convention, who drew 
sketches and caricatures of conven- 
tioneers. M. B. Simms, agency direc- 
tor, operated this popular facility, kept 
an eye on the display the companies 
maintained and kept an eye on the 
other Continental-National activities 
during the convention. 

The headquarters maintained by 
companies and organizations generally 
auring the convention were equal to 
anything in the past, though there 
were about 20% fewer agents than 
usual to partake of the hospitality and 
fraternization. 





Great American Promotes 


Ames, Names Martin In Ia. 


Great American group has _ pro- 
moted John F. Ames to administrative 
assistant in the farm and hail depart- 
ment at Chicago and has appointed 
Willis R. Martin to succeed him as 
special agent for farm and hail in 
Iowa with headquarters at Des Moines. 





Set Date For NAIW Mid-Year 


National Assn. of Insurance Women 
will hold its mid-year board meeting 
at the Shoreham hotel in Washington, 
D. C. Oct. 19-20. 








You can count on HeCamden WS. 


Homes and home furnishing values have sky-rocketed 
100% since 1945. Millions of families throughout 
America, now dangerously under-insured, need the 
guidance of good agents backed by a reliable insur- 
ance company they can count on. May we show you 
the plan Camden agents are effectively using to sell 
the idea of ‘‘Insure to Value’’. 


She Camden 


FIRE INSURANCE ASSOCIATION 
CAMDEN 1, NEW JERSEY 

























Alabama General’s business is expanding with 
the tremendous potential of the entire South 
. . . and serving the South from Montgomery, 


Alabama. 







ALABAMA GENERAL INSURANCE COMPANY 


P. O. Box 7021 e 1602 Highland Avenue e Montgomery, Alabama 








30 


HeNATIONAL UNDERWRITER 


September 19, 1957 








What It Costs To Insure Wraparound Windshields 


(CONTINUED FROM PAGE 4) 





and speeds. It must be noted the aver- 
age annual mileage on these cars is 
10% to 15% greater than most other 
areas, in the opinion of the author. 

These also cover an average annual 
experience which is important as all 
glass and windshield replacements in 
the northern half of the U. S. are more 
than double in August and September 
as compared to December and January. 
This insurance company study shows 


an annual loss frequency of 10.5%. 

Ten and one-half losses were paid 
per 100 car years of insurance. The 
average loss was $36.85. Reduced in 
terms of average glass claim expense 
per automobile the amount is $3.87. 

These figures are the result of all 
of the cost reducing factors stated 
above such as wholesale purchase, use 
of the guide, cure of aggravated losses 
and on average roads. The plus cost 


factors such as a higher percentage of 
late models and higher mileage tend 
to reflect higher figures. From the fre- 
quency of 10.5% we estimate the wind- 
shield frequency to other glass to be 
in the ratio of 1 to 2 or 3.5 to 7. 

From these figures, our knowledge of 
the product and all of the facts at our 
disposal we feel that we can project 
this company’s average cost of insuring 
only 1957 model cars all of which 
would be equipped with the latest 
wraparound. The $3.87 claim cost per 
car would increase to $4.40. This again 
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He won't feel the pinch 


But you will. On your bank account ...if you get caught by 


unexpected trouble—an accident ...a lawsuit ... auto crash .. . an embezzlement. 
There are scores of such traps. And it takes only one. Unless you’re protected 
such a loss could be ruinous. The way to safeguard yourself is to 
consult your local independent agent or broker. He can give you the right kinds 
and right amounts of insurance coverage 


Remember: because your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Baltimore 3, Maryland 


before you get in a pinch. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 





must be accepted with the above qual- 
ifications and will only find substance 
when analyzed in different areas. 

Projecting future figures can make 
a person look foolish especially when 
printed and not stated verbally. On the 
other hand it’s part of our business and 
we always hope for accuracy within 
5%. 

A double check is found by correlat- 
ing all the tables and figures so far 
stated. 

Of the $4.40 loss expense per 1957 
model: 

75% would be spent for windshields, 
or $3.30 

25% would be spent for other glass, 
or $1.10 

Applying the frequency ratio: 

34% windshields at $82.25 average 
cost, $298.38 





7 other glass at $15 average cost, $105 | 


Total $403.38 


This total is short of $440 because 
the larger more expensive windshields 
have greater area exposure and a 
slightly higher breakage frequency, 


The average wholesale installed price | 


will fall short when you apply this 
variable factor. Sales tax in some areas 
and the windshield x-factor explained 
in Part IV will make up the difference. 

It will be explained in the following 


paragraphs that the important figure | 


to remember is average windshield 
claim expense of $3.30 per car. You 
must also consider this as approximat- 


ing $6.60 as premium income neces- 
' 


sary. 


windshields in the cars of tomorrow? 
This paragraph can only be a sincere 
and sound appraisal of what we can 
anticipate. It is quite likely that wind. 
shields will be at least 10% larger. 
Most of the increase in size will be in 
the return bend areas more nearly in 
line with the forward movement of the 
car, so the breakage frequency should 
not increase. 


It is quite likely that manufacturing 
procedures, economies in expensive 
packaging will hold the price structure 
at present levels. 

There is one unpredictable point to 
take up in detail that requires very 
special discussion and demands im. 
mediate action by underwriters. It is 
the new twin-wrap windshield. 

The car stylists of the automotive 
industry are still the crowned kings. 
If they feel the so-called twin-wrap 


« 





What about the size and cost of 


wer 


windshield is necessary to sell cars, © 
the two paragraphs above are wasted © 


effort and not true. 

A twin-wrap windshield is one that 
is bent back at the top about two 
inches in the upper extended added six 
inches of glass as well as the lateral 
bends at the end. It adds to the size of 
the glass and compound bends are more 
expensive to produce, package and in- 


stall. They supply little or no added | 
safety vision factor. The upper return ' 
six-inch bend adds sky and sun glare 


that cause eyestrain so this portion is 
mostly shaded at further added cost. 





WILL BUY COOK 
COUNTY PLANT 


Well established Cook County supervising 
General Agency desires to purchase or 
absorb Cook County area brokerage plant. 
Representing and enjoying best relations 
with top ranking multiple writing property 
and life companies. In reply furnish full 
particulars which will be held in strictest 
confidence. Address Box W-75, c/o The 
National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 
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 qual- | They are on the road in the following perience. It’s just a plain matter of tremely difficult to treat glass cov- problem. The car manufacturer, es- 
bstance | few 1957 cars—Cadillac Eldorado, Mer- figures that give a sound answer. If erage, especially windshields in cer- pecially the designer, should be made 
S. cury Turnpike Cruiser, Chrysler Im- it takes an $6.60 premium to insure a tain areas. In some areas of the south- aware of how serious this can become. 
1 make, perial and all convertible models of wraparound and you fail to collect a west where we have gravel roads, high The quicker realistic rates can be es-- 
y when Plymouth, Dodge, De Soto and Chrys- $14.85 premium for twin-wraps, you speeds and the added hazard of sand tablished in these areas the sooner a 
On the ler will have them. A few will be fail to warn the owner of what this storms, it appears only logical the glass solution will be found, as few things 
ess and, added in 1958. windshield actually costs to insure. premium would have to be three or speak louder than dollars. 
within How much will they cost to insure? You continue to give up the one re- four times higher. Only in these areas ea 
Can you wait for experience or is it straining factor; higher price might would a deductible policy that repre- American Indemnity Names 
orrelat- | worthwhile to know in advance? Let’s prevent them being used in all cars. sonts substantial savings be saleable. . 
so al study the table and arrive at a sound You are going to sou money on those Such an offering wend encourage an Sanderford At Kansas City 
answer. risks or charge the extra loss expense owner to drive behind a damaged American Indemnity has named 
er 1957 We know that well over 90% of to many other cars. windshield with limited vision and no H. F. Sanderford Jr. manager at 
windshield losses come from flying From the foregoing facts of this ar- one can afford this. To the author these ee ee ae 
shields, § stones. ticle one can gather it becomes ex- very limited areas present an unsolved niger Are : > ie F 
You must realize you are insuring a 
1 glass, frontal area of glass as it is passing 
over so many miles of highway. 
For a simple example— 
average If you insure one square foot of 
» glass costing $5 and one out of 10 were 
»st, $105 | broken, your cost would average 50 
' cents. 
If you insured two square feet cost- 
ing $10 your cost would not average $1. 
because » The frontal area exposed would be 
dshields | twice as great, breakage twice as great; 
and a hence, four times greater than the 50 
quency, cents-$2. 
d price With this simple formula, let us look 
ly this at the past, present and future: Let’s 
ne areas start back to the days of 1948 to 1950 
‘plained when we had—two half flat wind- 
ference, | shields containing five feet of glass 
»llowing | installed at retail replacement cost of 
t figure | $17.50 per half windshield. . 
idshield In 1955 cars and later—one curved 1 
ar. You | wraparound containing 7% square feet 
oximat- | of glass installed at replacement cost 5 
/ meces- | of $105. f 
| Thus, we had 50% more area ex- ; 
cost of | posed for breakage from flying stones 
norrow? and a replacement cost six times great- 
sincere er. (1.5 x 6 — 9 times greater wind- 
we can shield dollar expense) 
it wind. Now for twin-wraps in 2% of 1957 
_larger. cars—one twin-wrap containing 11% 
ill be in square feet of glass with a replacement 
early in cost of $160. 
it of the Thus 50% again more area exposed 
; should (allowance deducted for all return 
areas) for breakage and replacement 
cost 50% higher. (1.5 x 1.5 = 2% times 
acturing  steater windshield dollar expense than 
:pensive wraparounds. ) 
tructure There is no use waiting for loss ex- 
point to 
‘es very 
nds im. 
rs. It is 
tomotive 
d kings. t . . . + . 9) 
‘in-wrap ? The click of the switch that lit the lights in New York on September 4, 1882 was 
waa far more significant than it appeared at the time. It did more than show electricity 
one that \ a ” nip had become a household servant, it ushered in a mechanical era that was to change 
OWA STATE 1S . P : : 
on 4 oldest organiza- all concepts of insurance protection. An era in which Chubb & Son, organized just 
e eee tion of its kind in the six months before, was to play an important part. 
e size 
are more world. Reputable, strong At first the new firm’s interest was largely ships, but its willingness to apply 
and in- and experienced, it offers ! . ; ate 
o added | to the white-collar worker fresh thinking to the challenge of the times soon broadened its scope to the point 
r return — i F . 5 ‘ ; 7 
un glare | a modern accident insur- that its business today is world wide and includes almost every form of insurance, 
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ance coverage tempered 
with old fashioned friend- 
liness and consideration... 
and at a cost consistent with 
the most modest budget. 
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CHUBB & SON. 


90 John Street, New York 38, 


This year, in celebrating its 75th anniversary, Chubb & Son with a continuity 
of management and tradition continues to look ahead and plan ahead to meet the 


challenge of a new era—an era of electronics, supersonic speed and atomic power. 
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What It Costs To Insure Wraparound Windshields 


(CONTINUED FROM PAGE 4) 








and speeds. It must be noted the aver- 
age annual mileage on these cars is 
10% to 15% greater than most other 
areas, in the opinion of the author. 

These also cover an average annual 
experience which is important as all 
glass and windshield replacements in 
the northern half of the U. S. are more 
than double in August and September 
as compared to December and January. 
This insurance company study shows 


an annual loss frequency of 10.5%. 

Ten and one-half losses were paid 
per 100 car years of insurance. The 
average loss was $36.85. Reduced in 
terms of average glass claim expense 
per automobile the amount is $3.87. 

These figures are the result of all 
of the cost reducing factors stated 
above such as wholesale purchase, use 
of the guide, cure of aggravated losses 
and on average roads. The plus cost 


factors such as a higher percentage of 
late models and higher mileage tend 
to reflect higher figures. From the fre- 
quency of 10.5% we estimate the wind- 
shield frequency to other glass to be 
in the ratio of 1 to 2 or 3.5 to 7. 

From these figures, our knowledge of 
the product and all of the facts at our 
disposal we feel that we can project 
this company’s average cost of insuring 
only 1957 model cars all of which 
would be equipped with the latest 
wraparound. The $3.87 claim cost per 
car would increase to $4.40. This again 





“Unforeseen events ... need not change and shape the course of man’s affairs” 





He won't feel the pinch 


But you will. On your bank account ...if you get caught by 
unexpected trouble—an accident ...a lawsuit... auto crash... an embezzlement. 
There are scores of such traps. And it takes only one. Unless you’re protected 
such a loss could be ruinous. The way to safeguard yourself is to 
consult your local independent agent or broker. He can give you the right kinds 
and right amounts of insurance coverage 


Remember: because your Maryland agent knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 


Baltimore 3, Maryland 


before you get in a pinch. 








Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 





must be accepted with the above qual- 
ifications and will only find substance 
when analyzed in different areas. 

Projecting future figures can make 
a person look foolish especially when 
printed and not stated verbally. On the 
other hand it’s part of our business and 
we always hope for accuracy within 
5%. 

A double check is found by correlat- 
ing all the tables and figures so far 
stated. 

Of the $4.40 loss expense per 1957 
model: 

75% would be spent for windshields, 
or $3.30 

25% would be spent for other glass, 
or $1.10 

Applying the frequency ratio: 

3% windshields at $82.25 average 
cost, $298.38 

7 other glass at $15 average cost, $105 

Total $403.38 


This total is short of $440 because | 


the larger more expensive windshields 
have greater area exposure and a 
slightly higher breakage frequency. 
The average wholesale installed price 
will fall short when you apply this 
variable factor. Sales tax in some areas 
and the windshield x-factor explained 
in Part IV will make up the difference. 

It will be explained in the following 
paragraphs that the important figure 
to remember is average windshield 
claim expense of $3.30 per car. You 
must also consider this as approximat- 
ing $6.60 as premium income neces- 
sary. 

What about the size and cost of 
windshields in the cars of tomorrow? 
This paragraph can only be a sincere 
and sound appraisal of what we can 
anticipate. It is quite likely that wind- 
shields will be at least 10% larger. 
Most of the increase in size will be in 
the return bend areas more nearly in 
line with the forward movement of the 
car, so the breakage frequency should 
not increase. 


It is quite likely that manufacturing 
procedures, economies in expensive 
packaging will hold the price structure 
at present levels. 

There is one unpredictable point to 
take up in detail that requires very 
special discussion and demands im- 
mediate action by underwriters. It is 
the new twin-wrap windshield. 

The car stylists of the automotive 
industry are still the crowned kings. 
If they feel the so-called twin-wrap 
windshield is necessary to sell cars, 
the two paragraphs above are wasted 
effort and not true. 

A twin-wrap windshield is one that 
is bent back at the top about two 
inches in the upper extended added six 
inches of glass as well as the lateral 
bends at the end. It adds to the size of 
the glass and compound bends are more 
expensive to produce, package and in- 
stall. They supply little or no added 
safety vision factor. The upper return 
six-inch bend adds sky and sun glare 
that cause eyestrain so this portion is 
mostly shaded at further added cost. 





WILL BUY COOK 
COUNTY PLANT 


Well established Cook County supervising 
General Agency desires to purchase or 
absorb Cook County area brokerage plant. 
Representing and enjoying best relations 
with top ranking multiple writing property 
and life companies. In reply furnish full 
particulars which will be held in strictest 
confidence. Address Box W-75, c/o The 
National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 
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qual- | They are on the road in the following perience. It’s just a plain matter of tremely difficult to treat glass cov- problem. The car manufacturer, es- 
stance | few 1957 cars—Cadillac Eldorado, Mer- figures that give a sound answer. If erage, especially windshields in cer- pecially the designer, should be made 
' cury Turnpike Cruiser, Chrysler Im- it takes an $6.60 premium to insure a tain areas. In some areas of the south- aware of how serious this can become. 
make perial and all convertible models of Wraparound and you fail to collect a west where we have gravel roads, high The guicker realistic rates can be es-= 
when | Plymouth, Dodge, De Soto and Chrys- $14.85 premium for twin-wraps, you speeds and the added hazard of sand tablished in these areas the sooner a 
Yn the ler will have them. A few will be fail to warn the owner of what this storms, it appears only logical the glass solution will be found, as few things 
ss and | added in 1958. windshield actually costs to insure. premium would have to be three or speak louder than dollars. 
vithin How much will they cost to insure? You continue to give up the one re- four times higher. Only in these areas J , 
Can you wait for experience or is it straining factor; higher price might would a deductible policy that repre- American Indemnity Names 
relat- worthwhile to know in advance? Let’s prevent them being used in all cars. sents substantial savings be saleable. . 
0 re study the table and arrive at a sound You are going to jae money on those Such an offering mas encourage an Sanderford At Kansas City 
answer. risks or charge the extra loss expense owner to drive behind a damaged American Indemnity has named 
- 1957 We know that well over 90% of to many other cars. windshield with limited vision and no H. F. Sanderford Jr. manager at 
windshield losses come from flying From the foregoing facts of this ar- one can afford this. To the author these Seen aS nek oeie ak ee 
1ields, stones. ticle one can gather it becomes ex- very limited areas present an unsolved home office. i ’ 
You must realize you are insuring a 
glass, frontal area of glass as it is passing - —_ 
over so many miles of highway. 
For a simple example— 
rerage If you insure one square foot of 
glass costing $5 and one out of 10 were 
, $105 broken, your cost would average 50 
; cents. 
i If you insured two square feet cost- 
' ing $10 your cost would not average $1. 
cause } The frontal area exposed would be 
hields twice as great, breakage twice as great; 
Nd a hence, four times greater than the 50 
lency. cents-$2. 
price With this simple formula, let us look 
y this at the past, present and future: Let’s 
areas start back to the days of 1948 to 1950 
lained | when we had—two half flat wind- 
rence, shields containing five feet of glass 
OW1ng installed at retail replacement cost of 
figure $17.50 per half windshield. ts 
shield In 1955 cars and later—one curved H : 
You wraparound containing 742 square feet ‘ 
imat- of glass installed at replacement cost g ¢ 
reces- | of $105. : j : 
Thus, we had 50% more area ex- : ‘ 
st of posed for breakage from flying stones 
rrow? and a replacement cost six times great- fl i 
incere er. (1.5 x 6 -—= 9 times greater wind- H 
e can shield dollar expense) ‘ i H 
wind. Now for twin-wraps in 2% of 1957 ' 
arger. cars—one twin-wrap containing 11% 
be in square feet of glass with a replacement 
rly in cost of $160. 
of the Thus 50% again more area exposed 
hould (allowance deducted for all return 
areas) for breakage and replacement 
cost 50% higher. (1.5 x 1.5 = 2% times kes ae 
uring greater windshield dollar expense than . : 
sive wraparounds. ) 1 N — &® as 
icture There is no use waiting for loss ex- : hen. the lights : went d 
int to ee For oe & ae 7 oa 
very ron Chubt ele) as airead 
; im- e ORAS be 
It is 
10tive 
kings. | . , : . , , 9 
-wrap > The click of the switch that lit the lights in New York on September 4, 1882 was 
al far more significant than it appeared at the time. It did more than show electricity 
» thal ; ¢ on had become a household servant, it ushered in a mechanical era that was to change 
OWA STATE 1S ‘ ‘ P ° ° 
Be oldest organiza- all concepts of insurance protection. An era in which Chubb & Son, organized just 
a tion of its kind in the six months before, was to play an important part. 
iz 
more world. Reputable, strong At first the new firm’s interest was largely ships, but its willingness to apply 
1d in- and experienced, it offers aoe j , : , 
added to the white-collar worker fresh thinking to the challenge of the times soon broadened its scope to the point 
‘eturn ‘ P ° ° ° P : 
glare a modern accident insur- that its business today is world wide and includes almost every form of insurance, 
ion is ance coverage tempered . 
cont. with old fashioned friend- except Life. a 
liness and consideration... This year, in celebrating its 75th anniversary, Chubb & Son with a continuity 
and at a cost consistent with of management and tradition continues to look ahead and plan ahead to meet the 
the most modest budget. , : : 
td challenge of a new era—an era of electronics, supersonic speed and atomic power. 
fi 
e or A 
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Rates—§$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
ATLANTIC—CENTENNIAL GROUP 
FIELDMEN UNDERWRITER CASUALTY SENIOR UNDERWRITER 
CLAIM ADJUSTER and MULTIPLE LINE FIELDMAN 
OPPORTUNITIES 


The Atlantic Companies are seeking men 
in the 25 to 35 age group to fill the follow- 
ing career positions: 

Central Illinois Fieldman: Minimum three 
years experience principally in the fire field 
to handle established agency plant with ex- 
cellent opportunity for further development. 
Prefer man who has or will make home in 
this territory. 


Ohio Fieldman: Minimum three years ex- 
perience principally in the casualty field to 
service established fire and marine agency 
plant for tull casualty line recently intro- 
duced in Ohio. Excellent opportunity to grow 
with companies’ expanding casualty opera- 
tions. 


Fire Underwriter: For our division head- 
quarters in Chicago. Man desiring broader 
opportunity in the multiple line field. Mini- 
mum five years’ experience, heavy on the 
commercial side. Will be assigned to Multi- 
ple Lines Department as senior underwriter 
to contribute knowledge and experience to 
our multiple line underwriting program. 


Fire Claims Examiner: For our division 
headquarters in Chicago. To assist in han- 
dling claims under Fire and Multiple Line 
policies. Some experience required. Excellent 
opportunity for advancement. 

Salaries open. Generous employee benefits 
including Major Medical expense plan, etc. 
Please send résumé including education and 
experience to: Mr. R. S. Jordan, The Atlantic 
Companies, 223 W. Jackson Blvd., Chicago 
6, Ill. Your reply will be treated with the 
utmost confidence. 


Milwaukee Branch Office pepenre- 
ganization to further develop rge 
agency plant resulting from purchase of 
General Agency. Full company benefits 
of retirement income and _ insurance. 
Ages to approx. 45 years. 


UNDERWRITER needs minimum 5 
years experience capable supervisory 
training work with agency contact work 
assisting company’s manager. Definite 
advancement opportunity. 


FIELDMAN to assist in multiple line 
development agency plant throughout 
Wisconsin locating either Milwaukee or 
Central-Eastern city. Emphasis on 
casualty development. Will consider 
present casualty underwriter adapted to 
production work. 

Contact: R. F. Miller, V.P., Trinity Uni- 
versal Ins. Co., c/o L. C. Dobbert Gen- 
eral Agency, 611 N. Broadway, Milwau- 
kee, Wisconsin. 











INSURANCE CLERK 
Want Intelligent Capable Young Man or 
Girl For General Office Work In Insurance 
Department Of Major Chicago Corpora- 
tion. Require Excellent Typist And Accuracy 
With Figures. Company Agency Or Cor- 
porate Insurance Experience Acceptable. 
Opportunity To Develop. Salary Depend- 
ent Upon Experience And Capability. Lib- 
eral Vacation And Benefit Program. Write 
Giving Complete Personal And Job His- 
tory. Address Replies to Box W-63, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








SPECIAL AGENT 


A progressive, A4+- rated, non-assessable Indiana 
multiple line mutual insurance company needs 
special agents—men who can lead and train 
agents in the effective use of extraordinary tools 
in writing auto, fire, workmen’s compensation 
and other related lines. Applicants must have 
initiative, personal drive, sales know-how and a 
sound knowledge of human relations. Prefer mar- 
ried men in bate 20’s or early 30’s, 2 or more 
years college, 2 or more years special agent or 
auto, fire and casualty insurance sales experience. 
Excellent opportunity to learn and grow with 
expanding company. Car and expenses furnished. 
Salary open (no commission), replies confidential. 
Submit experience, education and age. Write to 
Box W-77, c/o The National Underwriter Company, 
175 West Jackson Boulevard, Chicago 4, Illinois. 





FOR SALE 


Small agency in rich farming area located in 
downstate Ililinois on US 66—large farm poten- 
tial; just right for retiring company man or 
young aggressive man who wants to build, no 
credit problems. Sell for $8,000 cash only. Write 
Box W-60, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 











WANTED 


Experienced fire and casualty insurance man 
that would like to buy into a well established 
Denver, Colorado, Incorporated Local Agency 
and assume some of the management as well 
as outside solicitation of business, Salary $500 
per month. Agency volume approximately $150,- 
000. Cash reserve and agency equipment better 
than $20,000. Minimum investment requirement 
$10,000 for one-sixth interest in Agency. Write 
Box W-68 c/o The National Underwriter Com- 
pany, 175 W. Jackson Boulevard, Chicago 4, 
i. 








EXECUTIVE POSITION WANTED 


20 years experience in casualty production and 
underwriting, field organization and supervision. 
CPCU, married, employed. Good appearance, 
aggressive, enjoys hard work with commensurate 
salary and opportunity. Best references as to 
ability, accomplishments. Address Box W-71 c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








SPECIAL AGENT—AVAILABLE 
Age 27—married with two children. Three 
and one-half years experience with present 
Mutual Casualty and Fire Company. Pre- 
fer employment in Ohio. Write Box W-72, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 











DISTRESS RISK COMPANY 


Company that can qualify to write admitted in: 
Nebraska and lowa on distress auto and mis- 
cellaneous lines. $100,000 potential. Reputable 
established agency. Reply Box W-74 c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


WANTED—LLOYDS UNDERWRITER 
Excellent opportunity in large national 
organization for experienced Lloyds Under- 
writer (particularly Fire Underwriting). 
Salary commensurate with abilities. Finan- 
cial 6-3000, Miss Hope, Chicago, Illinois 


Parker Defends Fire Rate System At NAIC 


(CONTINUED FROM PAGE 8) 





the red ink of 1956-57 is implied if 
not stated. 

Some critics do not understand dif- 
ferences between fire and other rat- 
ing, he said. Fire rates fundamentally 
are an expression of the physical haz- 
ard of a particular risk and not simply 
the statistical function of past expe- 
rience on a given number of similar 
properties. If hazard is properly ana- 
lyzed, it tends to create a rate in keep- 
ing with the probable experience, 
without need for statistical juggling 
acts except when there are important 
shifts in burning ratios or loss cost. 
This applies particularly to the mer- 
cantile and manufacturing classes 
where individual values are and loss 
exposures large. 

- 7 7 

Mr. Parker illustrated with a man- 
ufacturing risk occupied by several 
tenants, one making metal outdoor 
grills, another manufacturing card- 
board egg case fillers and a third, 
plastic balloon compound. One might 
search for many years without find- 
ing a risk duplicating this in occu- 
pancy, construction or grade of pri- 
vate or public protection. Nevertheless, 
a rate is made after inspection and 
under schedule, according to the po- 
tential hazard. The agent may influ- 
ence insured to put in some improve- 
ments that reduce the hazard. A 
revised rate is published, still a per- 
fectly sound rate reflecting the hazard 
of the risk. The metalworking occu- 
pancy is replaced by a mattress fac- 
tory. Rates for the building and each 
occupancy are again revised to reflect 
this. All of the rates are without 
direct regard to statistical experience 
for that cannot be available except 
on a much broader basis. Each rate, 
however, is adequate for the risk and 
is made with due regard to the un- 
derwriting viewpoint and judgment 
of companies and schedule makers. 


Thousands of classifications or di- 
visions of hazard are embraced in a 
fire rating system in contrast with 
the simple classifications plans used 
in many other branches of the busi- 
ness. The application of these charges 
and credits under a rating system au- 
tomatically tends to create reasonable 
but adequate rates. The inspector 
rates as he sees the risk, making a 
rate for the future and not simply a 
rate based on past experience, and 
such new and revised rates are being 
established constantly by the inspec- 
tion and rating organizations. There 
is no other branch of the business 
with a rating operation comparable to 
this, in its attention to the production 
of rates in keeping with hazard. 

Another major difference, Mr. Par- 





UNDERWRITER—FIRE 
Expansion program of multiple line com- 
pany provides opportunity for Fire Under- 
writer; must have practicing knowledge of 
rates, coverages, and underwriting prob- 
lems; ability of expression, get along well 
with people. Ability to command confi- 
dence, train toward area multiple line 
underwriting. 

HOME MUTUAL INSURANCE CO. 
ESTABLISHED 1900 
APPLETON, WISCONSIN 














AVAILABLE IMMEDIATELY 


Top Insurance Comptroller desires to relocate 
anywhere in United States with good progressive 
Insurance Company or Insurance Department as 


Accountant, Internal Auditor or Systems Expert 


Wide Multiple Line experience. Best personal 
reasons tor c} ze. Very good References. Salary 
open. Satisfaction guaranteed. Reply Box W-78, 
c/o The National Underwriter Co., 175 W 


Jackson Blvd Chicago 4, liliois, 











Control $65,000 in preferred fire, liability 
and surburban auto line. Also have com- 
petitive and receptive markets for all lines. 
Seek merger with other brokerage accounts. 
Chicago and Chgo. Suburban area only. 
Write Box W-81, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
4, Illinois. 








COLORADO AGENCY 
FOR SALE 


Half interest in well established fire, casualty 
Agency. Located in most beautiful town in 
Colorado's Rockies. Ideal living—near world 
famous Aspen, ski and cultural center. Write: 
Leon Braskamp, !016 Pitkin Ave., Glenwood 
Springs, Colorado. Phone 572. 











ker said, is that statistics of past ex- 
perience in the fire business should 
properly be used only as a general 
guide to adjustment of rate levels, 
rather than as an exact measure of 
rate level. This follows from the na- 
ture of fire experience representing 
very low incidence of claim but often 
large individual losses. Whiskey ware- 
houses are an example. The midwest 
went for a recent period of some nine 
years without a major loss and then 
had a $7 million loss at Pekin, II. 
Experience figures have little bearing 
on rate level for special classes such 
as that, and informed judgment must 
be the principal guide in the con- 
struction of rating schedules and rate 
levels. 

Fire losses generally are paid in the 
month or year they are incurred and 
are settled on values that are in def- 
inite relation to the insurance that 
applied at time of loss. Mr. Parker 
particularized this, speaking of mer- 
cantile and manufacturing classes, 
where coinsurance or full value re- 
porting clauses lead to maintenance 
of insurance to current value regard- 
iess of inflationary factors. If not 
maintained to value, insured will be 
penalized at time of loss. While cer- 
tain classes such as dwelling have 
suffered from the effect of inflated 
repair and building costs, and unques- 
tionably the effect of inflated repair 
costs applies on most building claims, 
there is still a major difference in 
the effect of inflation on the fire busi- 
ness compared to automobile or cas- 
ualty. The fire business is not affect- 
ed very often by settlements or judg- 
ments entered years after the claim 
is incurred. 


The use of statistics of past years 
in obtaining a reasonable stability in 
rate level is not improper in the fire 
business, if such statistics are fur- 
ther adjusted to current rate level 
and proper weight is also given to 
known trends of the most recent un- 
derwriting experience. 

In this connection there appears to 
be a very general lack of understand- 
ing on the part of some critics as to 
the manner in which the experience 
figures of prior years are used. 

For many years now the fire rating 
bureaus have based their decisions 
on changes in rate level on past expe- 
rience adjusted to reflect the effect 
of current rates. While experience for 
1956 is itself not available until 1957, 
the experience figures ending 1955 
were long ago adjusted to the rate 
changes effective in 1956. Thus, pre- 
miums produced under such adjust- 
ments should be a fair indication of 
the probable future premiums based 
on the rates or premiums being 
charged on current business. The loss 
total and trend, if any, of a future 
year is the unpredictable part of the 
equation. It is there that judgment 
must apply, and it is there that some 
insurance departments have failed to 
give the rating organizations the re- 
quired degree of latitude in the adap- 
tion of past experience to prospective 
rate level adjustment. 


In the 25 years from 1932 to 1956, 
Mr. Parker said, the fire business 
made a reasonable underwriting profit 
on pure fire coverage 21 times. Since 
1949, the business had a steady rec- 
ord of underwriting profit on pure 
fire coverage. As late as 1955, the 
underwriting profit on fire business 


(CONTINUED ON PAGE 36) 
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(CONTINUED FROM PAGE 23) 
broker, as the agent of the policyhold- 
er, was held liable for the loss result- 
ing from his failure to obtain the kind 
of insurance he was instructed to ob- 
tain. Louis di Minno Construction Corp. 
vs Trombello, 154 N.Y. Sup. (2d) 723, 
October, 1956. 

When the Wilson agency in Colum- 
bia, S.C., agreed to insure the contents 
of a newly constructed restaurant for 
$25,000 and to make the insurance ef- 
fective immediately, and when no pol- 
icies were written before a fire de- 
stroyed the restaurant, the apportion- 
ment of the risk among 10 companies 
represented by the agency to the ex- 
tent of $2,500 each was held to be 
ineffective, even though several of the 
10 companies voluntarily paid their pro 
rata portions of the loss. Dubuque 
F.&M. vs Miller, S.C. supreme court, 
March 6, 1951, 7 (F&CC) 474. 

Wade and others had a fruit ware- 
house and packing plant and bought 
a fire policy with business interrup- 
tion of $80,000. Fire partially de- 
stroyed Wade’s plant, causing suspen- 
sion of business, loss of profits, etc. 
Prior to and at the time the policy 
was issued and delivered, the local 


insurance @ 


TO FIT THE NEED 








"Moral Obligations” 
are covered, foo, under 


a Of first importance to any 

individual is his protection 
against large damage suit judge- 
ments based on his legal liability 
for injury or damage. But there 
are also those less costly, though 
worrisome, instances where the 
individual or some member of his 


family has damaged the property 
of a friend or neighbor. 


Use by the insured may put 

damage to a borrowed item 
under the exclusions of the Com- 
prehensive Personal Liability pol- 
icy. And, if caused by a small 
child, there may be no legal li- 
ability. Just the same, the insured 
still feels obligated to pay. “Shel- 
by” agents find most folks inter- 
ested in having the extra coverage 
of the Physical Damage to Prop- 
erty endorsement that does pay 
in such cases. Are you adding it 
to the policies you write? 


3 Jolly Mata 


INSURANCE COMPANY 
o% SHELBY, OHIO 





/ NON-ASSESSABLE 
FIRE & CASUALTY 





agents who were made co-defendants 
in this litigation had represented to 
Wade that loss of buying-and-selling 
profits was included in the protection. 
Wade relied upon this advice. The 
company denied liability on the ground 
that the contract did not cover such 
loss. Wade asked for judgment against 
the company, or in the alternative, 
against the agent. The case has not 
yet been fully determined or is not 
yet contained in the published reports. 
Wade vs New York Fire, U.S. district 
court (Wash.), April 16, 1953, 
(F&CC) 73. 

Nabeeha Rashid owned a restaurant 
building four miles west of Fort Madi- 
son, Ia. The Scherfe agency, through 
Baughman, its president, undertook to 
secure fire insurance on this risk. 
Baughman wrote to two Chicago brok- 
ers—one Brown, the other Smith. Both 
replied they could get coverage but 
wanted more facts about the risk. 
Brown wanted to know total insur- 
ance value, coinsurance, rates and pre- 
vious loss experience. Smith wanted 
prospect’s past record on bankruptcies, 
failures and previous fires. Baughman 
wrote both brokers nearly the same 
letter, reporting a single previous fire 
on a restaurant the prospect owned 
in town. The policies were issued and 
were once renewed. During the sec- 
ond term, on Nov. 25, 1950, fire caused 
a total loss. The loss was paid but 
the companies sued the agent for false 
and fraudulent representations relied 
upon by the companies. The agency 
admitted there had been three fire 
losses besides the one reported, in the 
sums of $1,015, $4,000 and $75. The 
agency denied knowledge of these fires 
when the letter was written to the 
brokers. The court held it was the duty 
of the agency to know the truth or 
falsity of its representations. Baugh- 
man could not hide behind his corpo- 
rate agency. He was personally liable 
for the torts of the agency. He was 
the active participant in the negotia- 
tions. American Universal vs Scherfe 
agency, 135 F. Sup. 407, Dec. 26, 1955. 

It has been appropriately said that 
“individualism” is the one word which 
sums up the spirit of the common law. 
The little affairs of the citizen, taken 
singly are unimportant to anyone 
but the persons involved. In the aggre- 
gate, however, they are of immense 
importance to the community because 
the law which regulates them affects 
every member of society, Mr. Landis 
concluded. 





N. Y. Insurance Women To 
Hold Midyear Oct. 11-13 


Federation of New York Insurance 
Womens Clubs will hold its midyear 
meeting Oct. 11-13 at the Henry Hud- 
son hotel in New York City. An exec- 
utive board dinner meeting will be 
held for officers, board members and 
committee chairmen Oct. 11. Insur- 
ance Womens Club of Staten Island is 
hostess club. Federation officers are 
Miss Annette C. Cirbus, Staten Island, 
president; Miss C. Lucile Hobart, 
Rochester, vice-president; Miss Sophia 
C. Putas, Buffalo, recording secretary; 
Miss Rose V. Sasso, Staten Island, cor- 
responding secretary, and Miss Angela 
M. Ruscio, Schenectady, treasurer. 

Miss Margaret Kane, publicity chair- 
man and historian of the federation for 
a good many years, has resigned. She 
has been succeeded by Mrs. Rose M. 
Kessler of Albany. 





NACCAs To Hear Award Method 
Wisconsin chapter of National Assn. 
of Compensation Claimants Attorneys 
will hear Allan Cain, Appleton, dis- 
cuss “How to Recover $150,000 in Set- 
tlement of a Leg Amputation” at the 
September meeting in Milwaukee. 





ww a ee 





Appleton & Cox. Gne 


1l JOHN STREET, NEW YORK 38, NEW YORK 


BRANCH OFFICES IN PRINCIPAL CITIES 
FIELD SERVICE NATIONWIDE 


5 ~ 
—— axg 








FIRE! 


REINSURANCE—DIRECT 
EXCESS—CONCURRENT 


Hod 


Lloyds 






CHICAGO 4, ILL. 
Teletype CG 2785 


175 W. JACKSON BLVD. 
WA bash 2-7577 


GRIFFITHS, 


TATE, LTD. 











Public Ledger Building 
Philadelphia 6, Pa. 


REINSURANCE 





ON INDEPENDENCE SQUARE 











34 


HieNATIONAL UNDERWRITER 





September 19, 1957 








DIRECTORY OF RESPONSIBLE 


INDEPENDENT ADJUSTERS A Lave New President 








CALIFORNIA 


INDIANA 








W. C. QUIGG & ASSOCIATES 
248 Spreckles Theatre Bidg., San Diego 1, Calif. 
Telephone BE 2-5138 
Service Office: 120 N. Orange Ave., El Cajon 
Telephone Hi 4-3139 
ADJUSTMENTS — ALL LINES 


Member Calif. Assoc. Independent Adjusters 
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Ralph A. Work, . 
General Adjuster for the Companies 
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ILLINOIS NO. & SO. DAKOTA 
: E. S. GARD & CO. AMERICAN ADJUSTERS 
Adjusters P. O. Box 435 Aberdeen, So. Daketa 


CHICAGOLAND CASUALTY CLAIMS 
xkwnkee re 
175 W. Jackson Blvd., WAbash 2-8880 


Office Phone 3092 
Night Phone 3114 and 7470 
All Casualty, Auto, Fire and Allied Lines 
Since 1944 throughout Southern % of Nerth 
Dakota and Northern % of South Dakota. 








JAMES J. HERMANN CO. 
175 W. Jackson, Chicago 
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OHIO 








O. R. BALL, INC. 
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Allied Lines 
1544 Hanna Building 
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JOHN H. HUNT & CO. 
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24 Hour Service 
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All Lines 


416 Citizens Bidg., Cleveland 14, Ohio 
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J. R. McGowan, Pres. 
THOMAS T. NORTH, INC. 


Adjusters All Lines 


Phone HArrison 7-3230 
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Cc. R. WACKENHUTH AND SON 
C. R. WACKENHUTH R. C. WACKENHUTH 
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301 Mid-Continent Bidg., Tulsa, - 
Phones LU 2-5460 7-3850 
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LIVINGSTONE 
ADJUSTMENT SERVICE 
619 E. Capitol Ave., Springfield, Illinois 
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Mt. Vernon — Belleville — Quincy 
Covering Central and Southern Illinois 
All Lines of Fire & Casualty 
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428 So. Main, Salt Lake City, Utah 
First Security Bank Bidg., Pocatello, idaho 
258 W. Broadway, Idaho Falls, idaho 
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CLAIMS SERVICE 


Adjusters 
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Claim Assn. Elects 


To Succeed Wilks 


George W. Lane Jr., assistant vice- 
president of Metropolitan Life, was 
International 
to succeed Lee Wilks, 
2nd vice-president—claims of Lincoln 
Life, at the 3-day annual 
meeting in Atlantic City. 

Turner O. Houston, 
retary of Peninsular Life, was chosen 
vice-president. Louis L. Graham, vice- 
president of Business Men’s Assur- 
ance, and John McAlexander, vice- 
president—claims of Bankers National 
were reelected 
treasurer, respectively. 

Howard J. Leclair, 
of Mutual Benefit H.&A., was elected 
chairman of the executive committee. 
Chosen for 2-year committee terms 
Carl V. Lindstrom, 
assistant secretary of John Hancock; 
Stanley L. Teterson, assistant secre- 
tary of Aetna Life, and Herman H. 
vice-president of 
Guardian Life. Elected to 1-year terms 


elected president 
Claim Assn. 


National 


Life, 


were Mr. Wilks; 


Bijesse, assistant 


assistant sec- 


secretary and 


vice-president 


were Edwin Linthicum Jr., secretary 
of the claim department of Travelers; 
Walter T. May, assistant secretary of 
Massachusetts Mutual; John D. Kirk- 
endale, claim manager of North Amer- 
ican Life of Toronto, and Daniel A. 
McCabe, general manager of Pruden- 
tial. 


GAB Promotes Dowle 


Names Seitz In Montana 


General Adjustment Bureau has ap- 
pointed William J. Seitz Jr. manager 
at Miles City Mont., to succeed F. G. 
Dowle who has been promoted to man- 
ager at Pasco, Wash. Mr. Seitz has 
been on the staff at Sidney, Mont. 





Alpena, Mich., Agents Elect Zeller 

Alpena (Mich.) Assn. of Insurance 
Agents has elected Clarence Zeller 
president; James F. Gagnon vice-presi- 
dent, and Royal F. Bertram secretary- 
treasurer. 





Automobile Claims Assn. of New 
York heard M. E. Larson of Goodyear 
Tire & Rubber discuss the new cap- 
tive-air tire, its place in the automo- 
bile industry, and its role in traffic 
safety, at the September meeting. 





Stripped of extravagant Claims 
Crown Life’s NEW... all NEW... 


Executive Whole Life Plan 


sold in minimum amounts of $25,000 
is extremely low in GUARANTEED cost! 


COMPARE 


NON-PAR ANNUAL PREMIUM PER $1,000 
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right now... 
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$12.86 | $15.07 | $17.98 | $21.81 | $26.78 


and you can continue to count on 


Crown Life’s MODERN underwriting 


When it’s new in town it comes from Crown 





BROKERAGE DEVELOPMENT DEPARTMENT 
CROWN LIFE INSURANCE COMPANY 
120 BLOOR STREET EAST, TORONTO 


Please rush to me information on Crown's Executive 
Whole Life Plan and a new sales kit explaining it. 
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in the next year, or five years, or ten? 
In many cases, he said, growth of 5 
or 10% would not be growth at all if 
competitive companies have grown by 
20% in the same time. 

It is important, he continued, to 
make a thorough analysis of your com- 
pany, your customers, your sales force, 
your policies. What is competition do- 
ing? A most important consideration 
is the personnel problem future ex- 
pansion brings. “Expansion today is 
a highly scientific procedure,” he con- 
cluded. 

The two key factors in expansion, 
as Mr. Jeffers sess them, are money 
and people—not necessarily in that 
order. No proper planning can be ex- 
ecuted in their absence. Manage- 
ment must be willing to make a sub- 
stantial investment in manpower de- 
velopment, he said. 


Mr. Jeffers stated that research 
should define the proper market for 
any organization. A company should 
check carefully loss patterns of com- 
panies already in an area, and its po- 
litical climate with what effect that 
has upon insurance regulatory offi- 
cials, before “moving in,” he said. 

Mr. Jeffers advised a company plan- 
ning to expand to “develop a manual 
describing the sequence of events to 
be followed covering at least a five- 
year period. It should be a road-map 
to your goal covering personnel, areas, 
goal, etc.” 

Mr. Darling, too, stressed the im- 
portance of planning. Not only must a 
company decide into which states it 
wishes to expand, it must also pro- 
vide in its planning where within the 
state to start. Among other decisions 
which must be made in advance, he 
said, are (1) whether to staff com- 
pletely a new territory as soon as pos- 
sible or to move more slowly, setting 
up a production force first and moving 
in other needed personnel later; and 
(2) how to appoint agents. 

During the separate vested agency 
session, Robb B. Kelley, Employers 
Mutual Casualty; Paul H. Dubuc, Shel- 
by Mutual, and A. Lynn Minzey, Auto 
Owners, formed the panel which tack- 
led the problem of correcting or elim- 
inating agencies with high loss ratios. 


Mr. Kelley said that 1956 and 1957 
to date, which he described as the 
darkest days many in the insurance 
business had ever seen, certainly 
pointed up the seriousness of the prob- 
lem of loss ratios. He feels that it is 
the company field man who can do 
most to correct loss ratio problems. 
“Much depends on his integrity and 
loyalty with his company—his com- 
mon sense and his industry. His esti- 
mate of the agent’s ability and sin- 
cerity is all important”, Mr. Kelley 
said. Then, too, much depends upon 
the character of the community. He 
recommended that companies avoid 
towns with predominantly bad char- 
acteristics—such as “army” towns and 
“lumber” towns. 

He suggested that the best way to 
eliminate agencies with poor loss ra- 
tios is to avoid making agency ap- 
pointments without a thorough town 
analysis. He put it that a careful town 
analysis will determine who the best 
agents in a community are and at the 
same time eliminate undesirable 
agents. And, he said, the best agents 
produce the best business. 

What kinds of agents have proved 
to be good? He mentioned the ex- 
direct writer (who is trained to go 
after good business), the ex-captive 
agent, the ex-special agent or com- 


pany man, the middle-aged man of 
common sense going into business for 
himself, and the local agent with a 
real sincerity and desire to do a good 
job both loss ratio-wise and produc- 
tion-wise. 

As poor agency prospects he listed 
among others the “man with a typi- 
cal broker’s outlook” with an “atti- 
tude to companies in general bad,” 
and the man who has the attitude 
that there is “nothing to underwriting.” 

Mr. Kelley believes that it is im- 
portant how the company is sold when 
an agency appointment is made. “The 
agent must be sold on underwriting 
good business,” he said. “If he takes 
us on because his present carrier ‘isn’t 
liberal enough,’ watch out,” 

Mr. Dubuc, describing ways and 
means of insuring low loss ratios by 
educating agents on effective field un- 
derwriting methods, expressed the 
conviction that many poor risks are 
accepted because “within-the-agency 
competition makes it expedient to take 
some of the bad to get’ the 
good.” In other words, he said, com- 
petition dictates—under normal con- 
ditons—what our underwriting habits 
will be. “Normally this is not too bad 
because the total underwriting result 
is satisfactory and top management in 
our respective companies permits the 
sales section to weigh its hand in tip- 
ping the scales which measure the 
balance of authority between sales 
and underwriting controls.” 


“Unfortunately,” he went on, “these 
are not normal times in our industry. 
Total results are not good. Rate levels 
are obviously below the point neces- 
sary to yield break-even results on 
average business. We in the sales end 
are called upon to temper our sales 
pitch with a pronounced tone of un- 
derwriting conservatism. And each of 
us will do just that forgetting, for the 
time being at least, the competition 
with which usually each of us is most 
concerned, namely, the other compa- 
nies in our own agencies.” 

“Generally speaking, all we can ex- 
pect of an agent is that he operates 
honestly and intelligently within the 
areas designated as “aceptable,” “pro- 
hibited” or “refer to home office” in 
the underwriting guides with which 
he is equipped by most companies. 
No man can be all things and it is a 
little too much to expect that an agent 
be, also, a finished underwriter.” 

In conclusion, Mr. Dubuc said that 
he is certain that some _ equitable 
method must be devised to reward the 
agent who consistently produces a 
profit for his company and to penal- 
ize the agent who consistently pro- 
duces a loss. 

Mr. Minzey confessed that correct- 
ing a bad loss ratio condition is a most 
difficult task. But, he said, it can be 
done. The first step he follows after 
getting a bad loss ratio report is to 
look at individual and cumulative re- 
ports of the last five consecutive years. 
The five-year period gives better per- 
spective, he said. 

Then, he asks the statistical depart- 
ment to furnish a record of claims paid 
and claims pending. Often these show 
a pattern of loss repeaters, poor risks, 
many claims of a certain type, etc. 
Sometimes, he finds that the under- 
writing department has deviated from 
practices established by the company. 

Following this panel, Roger C. Em- 
ery, National Grange, discussed his 
company’s direct billing auto policy 
—or, as he called it, the “cash plan” 
system. Mr. Emery feels that the con- 


derwriting in the future. He is of the 
opinion that the direct-billing feature 
is essential since any method of com- 
pany policy handling which omits it 
defeats the main purpose of the plan, 
which, he stated, 18 companies have 
now adopted. He feels companies must 
come to this to compete and that 
agents will profit with more selling 
time. 

He mentioned the “end run” of some 
companies of organizing a “pup” to 
handle this type contract. He said, 
“the same agent will in many com- 
petitive cases agree to place business 
with the new company at reduced 
commissions, but will fight to the bit- 
ter end the parent company from do- 
ing the same thing.” 

He listed as advantages of the plan 
its economy plus the fact that it is 
possible within the framework of the 
plan to guarantee the agent the own- 
ership of his expirations. As disad- 
vantages he mentioned high lapse ra- 
tios, hostile attitude of agents and 
separate underwriting-collection prob- 
lems created. 

At the non-vested session C. J. Bail- 
ey, Federated Mutual Implement and 


Service Casualty, described the pro- 
cedures of their companies in recruit- 
ing, selecting and training sales rep- 
reseniatives. 

Although each of the companies has, 
of course, different techniques and 
basic philosophies, there was a marked 
similarity in their methods. Each of 
these companies rely upon some sci- 
entific method for selection of per- 
sonnel; each a definite method for 
picking the “right” man from many. 

Friday morning, Dr. Frank Lang, 
Frank Lang and Associates, Inc., the 
New York and Chicago insurance mar- 
keting and management consultants, 
described in graphic detail the role 
and responsibility of the insurance 
sales manager amid the revolutionary 
changes in the insurance business to- 
day. “Under increased competition, a~ 
new type of insurance sales manager 
is emerging in fire and casualty in- 
surance,” believes Mr. Lang. His talk 
is reported separately elsewhere in 
this issue. 

The final speaker, Rev. Clarence R. 
Rahn, delivered an inspirational ad- 
dress. 
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Rate Bureaus Not To 


Blame For Losses: Parker 
(CONTINUED FROM PAGE 33) 

was satisfactory. Even in 1956, the 

underwriting loss on pure fire busi- 

ness was only about .7%—the least 

unfavorable of the major lines writ- 

ten by fire companies. 

The fire business had several kinds 
of trouble in 1956. Contrary to the 
usual pattern of inflation, premiums 
remained fairly close to the 1955 level 
while losses rose by about 16%. Some 
of this was due to broadened forms. 
Perhaps more can be attributed to 
siphoning off of premiums under the 
growth of installment payment and 
diversion into multiple line cover- 
ages that do not show up in the fire 
experience. Certain of the loss dollars 
are not under standard coverages filed 
by the bureaus. “Unquestionably, we 
are in an economic period where de- 
flation and tight money can have an 
important impact in spite of contin- 
uing inflation.” 

. . - 

In many individual states, the ex- 
perience continues quite satisfactory. 
In others, adjustments in rate levels 
have been made or will be made 
through the natural course of rate 
review and schedule changes. Such 
adjustments seldom present a spec- 
tacular display, Mr. Parker explained. 

“We in the bureau end of the fire 
business are well aware of the de- 
mands of 1957,” Mr. Parker said. “We 
think we have a fluid drive model 
that is sturdy but fast enough, given 
a little help along the way. We know 
that no cure for present experience 
lies with rate levels or rating meth- 
ods alone, for many things have con- 
tributed to today’s problems. 

“1957 is a year in which corrective 
action is needed and has been start- 
ed. I am sure that the fire rating 
processes will continue to merit the 
confidence of our industry.” 

Multi-Peril Insurance Conference 
started with a mandate for a single 
new dwelling program, Mr. Perlet 
said. This has to involve some changes 
in concept on the part of all involved. 
Though the homeowners policies and 
the comprehensive dwelling policy 
have come closer together, the for- 
mer acquiring somewhat more flex- 
ibility and the latter, greater simplic- 
ity, a single program will eliminate 
costly duplication. 


. o . 

Agents want flexibility, Mr. Perlet 
pointed out, but they also favor stay- 
ing as close as possible to an indi- 
sible premium. The ideas are not per- 
fectly compatible, so agents will “has- 
ten to recognize the new product, when 
it appears, as a compromise. 

Of the commercial property cover- 
age program, Mr. Perlet said there 
is as yet insufficient consistent ex- 
perience. It is approved in 45 states, 
but it cannot be said to have had a 
“shake-down” yet. New developments 
in this program are unpredictable at 
present. Possibly, there will be some 
review of eligibility, of rating and of 
the inland marine features. The pro- 
gram will gradually assume its place 
in the business, he said. 

Mr. Perlet said there is also some 
thought of a single program for in- 
dustrial risks, since there is some du- 
plication between manufacturers out- 
put and the new industrial property 
policy program. There could be no 
timetable on this, of course. 


Northington Gets Strong 


Support In Tennessee 


The Nashville Banner has come out 
support of Commissioner Arch 





in 


Northington. The Nashville Tennessean 
has been criticizing Mr. Northington 
for retaining an interest in a local 
agency while serving as commissioner. 
Meanwhile, Gov. Clement has _ indi- 
cated he favors a hearing on filings 
for automobile liability rate increases 
of approximately 20% before they are 
granted. The rate filing started the 
hullaballoo. 

Insurors of Chattanooga have un- 
qualifiedly endorsed Mr. Northington’s 
record as commissioner. 





Mass Market Buying 
Habits Described At NAIA 


(CONTINUED FROM PAGE 2) 
licitors and the problem is solved. They 
advise that the increased commission 
income produced by these men will 
soon pay the expense of training and 
return the agency a handsome profit. 
He wishes this were so. 

The cost of developing one good 
agency man (out of five tries) is es- 
timated at $25,000, he said. How long 
will it take to get that back? Five 
years, 10 years? How simple is this 
problem anyhow? How many one-man 
agencies or small partnerships have 
$25,000 to invest in securing and train- 
ing solicitors, especially if each solici- 
tor tried to open his own business, be- 
come his own boss, and represent the 
same companies, at the same gross 
commission rates as his present em- 
ployer? 

The life companies, which appear 
to be the only ones seriously consider- 
ing the vital personnel problem, seem 
to think paying for 10 men is not an 
exorbitant price to get one good one. 
They have elaborate agency financing 
arrangements and training programs, 
and undoubtedly, it pays, even when 
nine of 10 trainees are either mediocre 
producers or outright failures. 

What can the local agent do by him- 
self, or his company on its own initia- 
tive? What is the root of the problem? 
Mr. Schenck thinks it is commissions, 
which companies want lowered and 
agents want raised. 

It would be interesting if companies 
would investigate the use of an aver- 
age special agent’s time, and determine 
what percentage is spent nursing the 
new, untried, and unlearned, fledgling 
agent compared to the time spent with 
the established agency which tries to 
perform a professional service for its 
clients and whose personnel study to 
keep up-to-date on the trends in the 
business. A new light would then fall 
on the expense ratio. Perhaps then 
company overhead would not be 
charged against each agency as a flat 
percentage figure, but would be gauged 
realistically, with those who perform 
services for the company receiving the 
benefit they deserve, and those who 
use the company for a crutch paying 
for the support they require. 

Mr. Schenck regards the risk of los- 
ing business by hiring solicitors a very 
real one. The majority of the inde- 
pendent one man agencies got their 
start in another agent’s office. 

One thing is clear, he said. A solu- 
tion to the agency’s manpower problem 
will require a great degree of good 
faith and cooperation between agent 
and company. The basic concept of 
commission compensation must be ex- 
amined with an eye toward some jus- 
tification of the rate paid according 
to services rendered by the agent. 
Some means of easing the financial 
risk to the individual agent must be 
sought through company assistance by 
the agent eager to enlarge his agency 
—and bis company’s business. 


Gengras Takes Over 


Security From Simon 
(CONTINUED FROM PAGE 1) 
former director of National Fire and 
Transcontinental and was active last 
year in unsuccessfully opposing the 
acquisition by Continental Casualty of 
National of Hartford group. He is also 
active in numerous civic organizations 
and is president of Gengras Motors 
Inc., a Ford dealership in Hartford, 

Conn. 

Mr. Berry, who first became presi- 
dent of Security-Connecticut in 1938 
and continued in that position until 
his retirement last Dec. 31, is a form- 
er secretary and a member of the ex- 
ecutive committee of National Board 
of Fire Underwriters, an honorary 
member of the board of Underwriters 
Salvage Corp. of N. Y., a former di- 
rector of General Adjustment Bureau, 
and former president of Eastern Un- 
derwriters Assn. 

P. Warren Smith, a member of the 
new board and a director and newly- 
elected president of F.&C. of Connect- 
icut, has also been director and vice- 
president of Paramount Fire and a 
vice-president of Pacific National Fire. 

Mr. Gengras is the fourth president 
Security-Connecticut group has had 
since Mr. Berry retired. G. Albert 
Lawton, now president of Bankers Se- 
curity Life of N. Y., succeeded Norton 
Simon, Los Angeles manufactuer and 
financier, as president last March. He 
reportedly resigned because of a dis- 
agreement on operational methods. 
Mr. Layman was elected president to 
succeed Mr. Lawton last June and im- 
mediately began a reorganization of 
the group. , 

Security of New Haven was found- 
ed in 1841, organized its wholly owned 
subsidiaries, Connecticut Indemnity, 
in 1931, and Security-Connecticut Life, 
in 1955. Over the years, until last 
January, control of the companies had 
been vested in Connecticut interests. 
Control was shifted west, however, 
when Norton Simon, Los Angeles, 
manufacturer and financier, succeed- 
ed Mr. Berry as president. Earlier, in 
1953, a group headed by Mr. Simon 
had acquired a considerable stock in- 
terest in Security. 


Rogan Turns Down NAUA 
Request For Wis. Rate Hike 


Commissioner Rogan of Wisconsin 
has turned down a filing of National 
Automobile Underwriters Assn. for a 
9% rate increase. The filing was made 
Jan. 2. 

The commissioner said his disap- 
proval resulted from a “new approach” 
the Wisconsin department has taken 
in figuring permissible rates which 





would call for a separation of statistics 
between companies specializing in fi- 
nanced automobile business from mul- 
tiple line insurers. The department 
holds that the “‘special characteristics” 
of companies writing financed busi- 
ness warrants separate consideration, 
and their “adverse loss ratio must not 
be used to support an increase in 
rates applicable to non-financed busi- 
ness.” 


BenJack Cage Takes 
Fifth Amendment In 
Legislative Probe 


BenJack Cage, former head of the 
now-defunct ICT of Texas, merely 
gave his name and address to mem- 
bers of a state legislative investigat- 
ing committee at an open hearing in 
Austin last week. To all other ques- 
tions, he replied, “I refuse to answer 
that question on the grounds that it 
might incriminate or tend to incrim- 
inate me.” 

The committee finally dismissed Mr. 
Cage amid scathing comments. Ear- 
lier in the week, Mr. Cage had refused 
to testify before the Travis County 
grand jury in Austin in a session that 
lasted only 10 minutes. However, in 
the preceding week Mr. Cage had testi- 
fied for three days before a Dallas 
county grand jury where he is under 
indictment for embezzling $600,000. 





Textile Names Cage 
Executive V-P, Elects 
Wilson, Ingle, Hayworth 


Textile of High Point, N.C., has 
named James G. Cage executive vice- 
president and chief executive officer. 
Mr. Cage was formerly president and 
chairman of ICT ofTexas. 

Prior to World War II, Mr. Cage 
was with Cravens, Dargan & Co. of 
Houston. In 1946 went with William 
H. McGee & Co. in New York, Chi- 
cago and San Francisco, becoming res- 
ident vice-president. He joined ICT 
of Texas in 1954 and in 1956 was elect- 
ed president and chairman to reorgan- 
ize the company. 

Textile has also elected T. A. Wil- 
son, who has been president of the 
company since its organization, as 
chairman; has elected I. Paul Ingle 
president, and Charles E. Hayworth 
secretary-treasurer. Mr. Ingle is also 
president of Carolina Container Co. 
and vice-president of High Point Pa- 
per Box Co.; Mr. Hayworth is secre- 
tary-treasurer and general manager 
of Alma Desk Co. and president of 
Hayworth Roll & Panel Co. 








Henry A. Franz, 
center, of Clifton, 
is sworn in as 
president of New 
Jersey Assn. of 
Insurance Agents 
at the conclusion 
of its annual con- 
vention in Atlan- 
tic City. Adminis- 
tering the oath of 
office is Alfred C. 
Sinn, also of Clif- 
ton, a past-presi- 
dent, and head of 
the agency of 
which Mr. Franz 
is vice-president. 
At right is Roy H. 
MacBean,' Cran- 
ford, reelected 
state national di- 
rector. 
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The baseball season isn’t necessarily the happiest of seasons for 
everyone—even if it does mean outdoor exercise, balmy weather and 
all the enjoyment that goes with a bat, ball and an open field. 


There is a good chance that this season means additional plate glass 
replacement problems for you. Your assured doesn’t take a philo- 
sophical view toward a broken window, whether it’s caused by a base- 
ball or not. He wants a board-up job or a replacement job or both— 
and he wants SERVICE. 


Remember the number 


MOhawk 4-1100 


the next time you 


That’s where AMERICAN GLASS comes in. With a fleet of high- 
powered trucks, manned by crews with years of experience, AMERI- 
CAN follows through from the first call with prompt, efficient service, have a glass 


the kind of service that your assured and you will appreciate! replacement problem. 


Phone MOhawk 4-1100 


Members of the 
Chicago Association 
of commerce 


bLcesiniaetloes Ce 


Normand Beris, President 


1030°:42 NORTH BRANCH STREET- CHICAGO 





“Recognition Merited by Our Service” 








JOHNSTOWN 
N.Y. 
has 3,526 
households 














JOHNSTOWN 
PA. 
has 17,308 


JOHNSTOWN 
OHIO 
has 414 
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Wherever you sell: 





starts you off on the right track 


. . . because LIFE reaches 3 out of 5 
households in an average community in 13 weeks 


Insurance advertising in LIFE reaches the largest 
audience of any weekly magazine. And people re- 
spond to LIFE with a very special enthusiasm .. . 
to its exciting stories told in words and pictures and 
to its compelling advertising. 


Your companies’ advertising in LIFE creates con- 


Audience source: A Study of the Household Accumulative Audience of LIFE. 


people respond to LIFE 


These fire, casualty, health, and accident companies advertised in LIFE during the first nine months of 1957: Aetna Casualty and Surety Co. « Allstate Insurance Co. « America 
¢ Insurance Companies of North America *« The Travelers Insurance Co. 


Fore Insurance Group « Hartford Fire Insurance Co. Group « Mutual Life Insurance Co. of New York 


sumer confidence in your companies and in you. 
Your job of making the sale is that much easier. 


No wonder many insurance men mention an ad 
in LIFE when they introduce themselves to their 
prospects. They find that it starts each sale on a 
friendlier, surer footing. 





